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ACTUAL PHOTOGRAPH 


No need to put up with A and B results 


—Fuanklias Look at the difference in MENDWOOD 


THE NON-SHRINKING WOOD PLASTIC 
molds like putty — holds like glue! 


MENDWOOD sets up fast and has all the char- 
arcteristics of wood. It can be cut, sawed, planed, 
sanded, drilled, whittled, varnished or lacquered 


Holds nails, screws and tacks. Available in 12 Ib 


4 : 
MENDWOO? & 
v 
“Ny ws ay and 6 oz. cans; also in 2 oz. tubes 
POPULAR 
6 OZ. CAN WW 


Wo ° A Pails MENDWOOD IS TOUGH — DURABLE — TESTED = PROVED 
D PL 


MADE BY THE FRANKLIN GLUE CO., COLUMBUS 15, OHIO 


Originators of Genuine Liquid Hide Glue and Other Fine Products 
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“NAT” STANDS 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 
the snap and color of National’s high-visibility labeling and uniform packaging. 
These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 
Standardize on National’s most complete, accepted 


quality line . . . packaged to stand out boldly for greatest 
sales appeal. a rp alti onal, 
eS 


Ask Your Distributor . . . He Knows 


—> 


THE NATIONAL SCREW & MFG. COMPANY my 
Cleveland 4, Ohio i HESTE 
Pacific Coast: National Screw & Mfg. Co. of Cal. 3 —T 

3423 South Garfield Ave. « Los Angeles 22, Cal. 


SOUTHERN HARDWARE published monthly at 1llé Crawford St Daltor ja W. R. < 


t iption price in United States 1 possessior $1.00 . 
BPutered as se j-class matter at tl t off Georgia, under the 


he post « e, Daltor 
Volume 125 Number 8 




















"Hurricanes wont hurt that roof! 


is steel roofing 


“Stormproof” is more than just the name of tl 
that it’s a characteristic of the product. And with hurricanes becoming an annual 
king like the best buy 

farmers in this area. Consistent Stormproof advertising in 
1. Lf you carry adeq late sto 


Stormproof Galvanized Steel Roofing is look 


Soutbern 


gressive Farmer is cultivating prospects for yo 


you can look forward siness 


— and tell these prospects so profitable bu 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
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° Vv Chesflex VPR 100% Polyethylene Pipe is made 
what 1s the i sige exclusively of Virgin Premium Polyethylene resin . . . 


s . . 
pipe made of? U }' the only material ever used in the manufacture 
- 


of Chesflex pipe . . . never any filler — 
never any gunk! 


Chesflex is manufactured by one of the pioneers 
in the extrusion of polyethylene with years of 

manufacturing know-how, with engineering geared 
to the most exacting specifications in the industry. 


~. Chesflex VPR pipe is honestly merchandised so 
as it mS that you can make an honest profit. The highest 
° oS quality in the industry and the greatest acceptance 
profitable? 5 by quality conscious contractors, engineers and 
architects means that Chesflex never has to resort 
o “special deals” or “desperation tactics.” 


sk A All Chesflex pipe — 75 Ib. — Standard — 100 lb. 

is it honestly and General Purpose are made of the same uniformly 
+ high quality VPR Polyethylene. They are all 

rated? T—] non-toxic (perfect for drinking water), non-corrosive 

—| and weatherproof. A 4 to 1 pressure safety factor 

is built in to withstand intermittent surge. 





























me Avy, The famous Chesflex 20/30 guarantee is proof of 
how is it 2 our absolute confidence in the performance of our 
ary product. Chesflex 75 lb. — Standard — 100 lb. 
guaranteed? and General Purpose all carry the same guarantee 
<= because they are made of the same 100% VPR 
Polyethylene resins. 


In all the years Chesflex has been on the market... 
with all the millions of feet that have been used 

. never has even 1” been returned as 
defective or unsatisfactory. 


Chesflex adheres to a very strict policy of distrib- 
uting exclusively through recognized wholesalers 
Be sure you contact your local wholesaler 

if he is temporarily out of stock, he can order 
Chesflex for you. 


Don't Be Satisfied With A Lesser Product 
Those Who KNOW, Specify CHESFLEX. 
Virgin Premium Resin POLYETHYLENE PIPE 
Call your Chesflex 
684 Nepperhan Avenue e Yonkers, New York 


Wholesaler Today 
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THE MOST 


HUSH-AUSH SECRET 


IN THE 
HARDWARE BUSINESS! 


THE NEW “ELECTRONIC SHOWCASE” 
BY PET 1S THE ANSWER TO WHAT 
DISTRIBUTORS AND RETAILERS OF 
HARDWARE HAVE BEEN ASKING FOR! 


We went to 937 retailers of hardware...and over 200 
distributors ...and asked them what their biggest prob- 
lem was. 

The most frequent answer was something like this. Dis- 
tributors urge dealers to keep their regular stocks up. 
Then the distributor comes up with a terrific value 
something dealers can really clean up on...at a sale 
price. But they have no place to display it or sell it, with 
out rearranging their stores. Result: both distributors and 
dealers lose out on a lot of sales. 

Now Pet has solved that problem with the “Electronic 
Showcase,” which provides an absolute pilfer-proof place 
to display your big ticket, high profit power tools. And, 
in addition, provides a big, permanent in-store display 
for any and all hot items 

Believe us, it’s spectacular; the one way a distributor 
can make sure of those whopping volume sales... and 
profits ... without tearing up the whole store 

Find out about Pet’s terrific new Electronic Showcase, 
and find out how you can obtain them... ask your jobber 
salesman, or get the coupon in the mail today 


MAIL COUPON NOW! 


To: George Weatherby Dept. SH-8-56 
Portable Electric Tools, Inc. 
320 W. 83rd St., Chicago 20, Ill. 


Please send me full information about your new 
Electronic Showcase, and name of local jobber 


NAME 

POSITION 

ADDRESS__ 

a : " Cctieniaiinens 


| 


WwW 





Business Outlook— While the summer months may see some further slowing in 

business activity, predictions are that the threat of recession has 
lessened and prospects are for an eventual upturn in the nation's economy. 
Over all, business this year will set new highs despite the cut-back in 
auto production (down 25% in the year's first half) and a decline in 
residential building. 


Personal Incomes— In mid-year personal incomes were running at an annual 

rate of 317 billion dollars before taxes. High level income--with more 
pay raises in prospect--will assure good retail trade. For the entire 
nation, total spending, the gross national product, will average around 
400 billion dollars for the year. Meanwhile, prices of virtually all 
consumer products will continue to edge up. 


Installment Debt— Consumers added 331 million dollars to their install- 

ment debt during May--the largest monthly increase this year. This 
increase, however, was smaller than that of May, 1955. It brought in- 
stallment credit outstanding at month-end to 28.6 billion dollars, more 
than 4.4 billion higher than a year ago. 


Farm Prices Up—The recent climb in farm prices received can mean good 
news to hardware dealers inrural areas. Since 1956 opened, prices have 
jumped a solid 11%. 


Women Customers— A survey of consumer finances by the Federal Re- 

serve Board points up the importance of the lady customers. Wives as 
well as husbands are employed in a third of all families. Among working 
wives, 20% held full-time jobs, more than half earning from $2,000 to 
$5,000. 


Retail Sales—aA gain of 4% pushed retail sales to the 91 billion dollars 

mark in the first six months of 1956, a new record for that period. 
Retailers in the lumber, building supplies, and hardware group, through 
the year's first quarter, reported increases averaging about 1%. 


Wholesale Sales— Sales by the nation's wholesalers in May were 9% above 
April and 14% higher than in May, 1955. Though hardware wholesalers 

as a group didn't fare as well, average sales being 7% above April 

and 7% over May, 1955, those in the South made particularly good show- 

ings during May. Hardware wholesalers in the South Atlantic region 

reported an average sales gain of 16% over April and 15% above May, 

1955; for the East South Central group sales averaged 10% above April 

and 10% more than in May, 1955; while the West South Central group 

reports an average sales gain of 16% over April and 10%above May, 1955. 


Taxes— Talk of a tax cut, in the wind for months, probably will turn out 
to be little more than talk. It is probable that congress will not 

act. Neither party is anxious to upset federal revenues. The idea of a 

treasury surplus has likewise come to have its political appeal. 
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WARE gives you faster turnover 
..and increased profits, too 





Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 

J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


4065 Lexington Avenue * New York 17, N. Y. 
Galvanized Ware Plants: Tolede, Ohic and Atients, Georgie 
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USS American Fenee.. 


the brand that really moves! 


For more than fifty years USS 
American Fence has been building a 
reputation for unmatched service on 
farms and ranches throughout the 
country. Today, American Fence is 
more widely recognized, accepted 
and purchased than ANY other 
brand of farm fence. 

Customer acceptance like this pays off in sales for you! 
Half of your sales job is done when your fence customer 
sees the big, red USS American placard on every roll of 
fence. Chances are you'll clinch the sale when you point 
out the extra long wrap-arounds at each hinge joint, the 
tension curves for expansion and contraction control, 
and the heavily galvanized, rugged steel-wire construc- 
tion of American Fence. You'll find it pays to feature 
USS American Fence. 


TENNESSEE COAL & IRON 
DIVISION 
UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES: CHARLOTTE + FAIRFIELD »* HOUSTON 
JACKSONVILLE * MEMPHIS » NEW ORLEANS * TULSA 


USS AMERICAN FENCE 


USS American Barbed Wire 


Here's a natural “tie-in” sale every time you sell a roll of 


Manufacturers of American Baling Wire, Americar Barbed Wire and Tenneseal V-Drain Roofing 
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nybak 


FAMOUS FOR 


proven quality 
SINCE 1900 












MANUFACTURED BY 


RED HEAD 
BRAND COMPANY 


4311 W. Belmont Avenvwe 
Chicego 41, titineis 








id SHELTER TENT DUCK 
HUNTING CLOTHES 


sr emphasize our plans to offer the foremost in DRYBAK style, 
quality and features, you need only see the DRYBAK shelter tent 
duck garments. Here indeed is superior quality. The cloth is every- 
thing to all hunters; the feel, look and smart appearance you 
usually find only in poplin, yet here it is in a strong, lightweight 


_ duck that is vat-dyed, Mercerized, Sanforized and Zelan treated .. . 


field ruggedness with the sportsman “in town” appearance. 


COAT « Matching body and top sleeve drill lining - Corduroy collar and cuff 
facing - Two slant pockets with flaps covering shell loops - New zippered, 
weather-proof breast pocket + Quilted shoulder patch - Zipper drop-seot, 
PANTS + Straight or knitted bottoms - Leg fronts and seat rubber lined - Hip 
pockets have button flaps - Full cut for roomy fit. 


CAP « Reversible to show red - Suede inner lining - Earlaps - Non-breakable visor. 









Sn every field theres a leader. 


. of) 
coll, casa, ft 


the sash cord and 
clothes line your customers 
deserve because they offer 
more quality, longer life... 


Peli Mei Malem > 410° Maes) 2 


SPOT-CORD. 


...now bagged and tagged for_g@ge 
new point-of-sale impact ! & 4 


rw 


SAMSON CORDAGE WORKS . . . BOSTON 10, MASS. 








Samson offers many other cords for better use everywhere 


ne ys 
A Ay See us at the 
S’ : National Hardware 
f . Pa ; show 
& , “ ~ b 


SACHEM WHALE CROCUS BEAVER TITE-ROPE STARLINE HORIZON STRATOLINE 
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TRUE TEMPER AXES HAVE 
ALL THESE FEATURES! 


e Heads forged from solid steel— 
no welds or seams. 


say dealers and customers alike! © Precision tempered in cvio- 


matically controlled furnaces. 


The minute a man who knows axes takes a True Temper axe 

in hand, he’ll know he’s holding the finest axe made! Whatever @ Power centered for accuracy. 

the pattern or weight . . . single or double bit . . . this is the 

axe that leads the field in design, construction, balance. @ Fire-hardened hickory handles 
You can stock and display True Temper axes with complete to resist weather and wear. 

confidence that with every sale you'll gain a satisfied customer 

—the indispensable man—to your business and ours! True © Power-driven for perfect fit. 

Temper Corporation, 1623 Euclid Ave., Cleveland 15, Ohio. 








saemetiie ae 
You Can Look to Fr for Leadership 


RUE LEMPER, 22 erore 
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Stan Tinter 


Peters Street Hardware Co. 
Atlanta, Georgia 


WE DON’T pin down our selling 
emphasis to the training of em- 
vloyees alone, because we feel that 
advertising and display. -both on 
the floor and in the windows—are 

equally strong 
factors in the 
effectiveness of 
the selling or- 
ganiza- 
tion. We’ve 
been giving our 
selling organi- 
zation a lot of 
thought lately to see if we are 
overlooking any bets for increas- 
ing our volume. 

However, we do put a lot of 
emphasis on the training of new- 
comers, too, because day in and 
day out, it’s the salesperson, 
properly trained, who will make 
the most of every sales opportuni- 
ty. 

I don’t let a new man sell any- 
thing to anyone for at least two 
months after he comes to work 
here. He does most of the things 
a stock boy would do during that 
time—things like dusting stock, 
arranging displays, sorting items 
by size and number, unpacking 
new merchandise, and keeping the 
store clean. I want him to become 
familiar with every item we 
carry and with its location in the 
store. Then, he will be ready to 
wait on customers with dispatch. 

After the two months, I explain 
our price code system to him, ex- 
plain invoices, and show him how 
to mark merchandise with the ap- 
propriate mark-up. Then, I begin 
handing him the invoices on mer- 
chandise coming in and letting him 
figure the prices and percentage of 
mark-up to add. I always check 
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these figures the first few times, 
then, I let him carry the ball when 
I'm sure that he knows what he is 
doing. 

After another two and one-half 
months, I let the newcomer wait on 
customers. I explain the principle 
of selling up. I always tell him to 
suggest our highest priced item 
first. We can always come down 
but we cannot go up easily. I also 
explain that he should try for re- 
lated sales after completing the 
initial sale. Whenever the oppor- 
tunity presents itself, I bring this 
to the new man’s attention. For ex- 
ample, if I notice that he didn’t 
suggest a related item after mak- 
ing a sale, I nicely tell him that he 
might have sold another item 
that went well with the item sold 
We all forget to suggest related 
items sometimes, but after a few 
promptings, it can become a habit 
with a new employee. 

I try to compliment a new or 
regular employee when I see him 
do something warranting such 
praise. In some instances, I give the 
fellow a half day off or call down 
to the drugstore and buy ice 
cream to share with him. These 
little things are important and 
give the newcomer a sense of be- 
longing. 

If I see a new employee selling 
merchandise at a wrong price, I 
do not stop the sale. I wait until it 
is over, then, I tell him his mis- 
take, prompt him to look for the 
cost symbol that we stamp on 
every item. This avoids mistakes 
if checked with every sale. If the 
employee is an older one—one 
who makes this mistake frequent- 
ly—I tell him that future mistakes 
will have to be made up out of his 
own pocket. This is usually ef- 
fective, because nobody likes to 
start paying for somebody else’s 
merchandise. 








Question: What are you doing to build 
a more effective sales organization? 


Jack Sharp, Jr. 
Sharp Hardware, Inc. 
Dallas, Texas 


IN THE 46 years of combined ex- 
perience between my father and 
me in the retail hardware business 
in Dallas, we find that two factors 
contribute most to maintaining an 

effectivesales 
staff. These are 

Alertness in 
the buying 
phase of the 
business and 
stability of the 
sales staff, with 
the minimum in 

personnel turnover 

Buying, pricing to place us in a 
competitive position, marking and 
keeping stocks replenished consti- 
tute the basis of successful hard- 
ware retailing, in our experience. 
So each sales person carries his or 
her own want book and reports 
needs promptly to our buyer. Not 
when stocks are exhausted, but be- 
fore they are exhausted. If a stock 
is exhausted it is the responsibility 
of an individual sales person, un- 
less the supplier cannot deliver. 

In this, our No. 2 store, our prob- 
lem in smal] ticket items is largely 
one of waiting on the trade. We 
are fortunate in our location and 
our customers are largely home- 
owners who know precisely what 
they want. So the problem is large- 
ly waiting on a customer quickly, 
courteously and efficiently and 
getting to the next customer. Big 
ticket sales in this store are in 
mowers, edgers, power tools and 
some household electric appliances 
This is where the most sales effort 
is called for but, of course, gen- 
eral product knowledge is essential 
to make almost any sale. 

It requires six months to train 
and develop a green hand to the 
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Make Operation Home Improvement 
More Profitable This Fall...Feature 


REYNOLDS Do-it-Yourseit ALUMINUM 


STORM WINDOW ITEMS 


Get This Complete Home Improvement 
Promotional Package for Your Store 





























* New Window Display with 
Actual Storm Window- 
Screen Samples 





* FREE How-to Sheets on L[& 


Storm Sash Construction — = 


— 





* Ad Mats for Your Own 
Tie-In Advertising 








NATIONAL 
HARDWARE 
SHOW 


oa, 


Reynolds Do-It-Yourself Nationai advertising will tie-in STORM WINDOW 
to the rapidly growing Operation Home Improvement and SCREEN ITEMS 


movement. Your own displays— centered on the new < 

sample window display — will complete the promotional Storm Frame Sections No. 30A 

circle to bring storm window customers into your store Screen Frame Sections No. 24 

for complete materials. And you can make every Hardware Kits No. 37 

sale a big ticket sale. Corner Locks No. 25 
Window Glass 


lad , , : Screen Wire 
Cr, Customers will be getting 
your name from Western Union Operator 25 
REYNOLDS METALS COMPANY, 2468 SOUTH THIRD STREET, LOUISVILLE 1, KENTUCKY 
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point where he knows what he is 
doing in a hardware store. For that 
reason, we try to avoid turnover 
and have been fairly successful, we 
believe. And we have adopted some 
policies designed to maintain dili- 
gence in the sales force. 

In this store we have seven sales 
persons—five men and two women 
—on the floor constantly. I spend 
much of my time on the sales floor, 
but the buyer does not. On Satur- 
day we have three extra salesmen, 
who are bookkeepers in their five- 
day weeks. It occurs to me, inci- 
dentally, that through the years, 
almost all of our extra salesmen 
have been bookkeepers and I often 
wonder if that is because book- 
keepers are poorly paid. 

Of our regular sales force, one 
has been with us for 10 years; three 
have been here for five years and 
one has been with us three years; 
both salesladies have two years of 
service. 

We find that if we inform our- 
selves accurately on the wage scale 
of department stores and pay, as a 
rule, 25 percent more per week 
than a department store would pay 
the same person for approximately 
the same work, there is less likeli- 
hood of turnover in the sales staff. 
We do not inject any aspect of the 
commission plan into our policy of 
remuneration. We tried that once 
and found it created too much ag- 
gression, in the form of rivalry be- 
tween salesmen for the right to 
wait on one or al] customers. 

At the end of the year we pay a 
bonus, but it is not a predetermined 
bonus in any respect. No percent 
of profits is set aside for the pur- 
pose, no one knows what the size 
of his or her bonus will be or, in 
fact, if there will be a bonus, Our 
bonus is paid strictly on perform- 
ance and its size depends entirely 
on the amount of sales effort put 
forth consistently by an individual 
throughout the entire year. 

When we do start someone new, 
we take pains to determine adapt- 
ability or, perhaps more particu- 
larly, the interests of the person in 
one category of merchandise com- 
pared with other categories. Then 
we assign that person to the de- 
partment where he or she seems to 
fit best. 

This does not mean that a sales 
person is entirely restricted to that 
department. He or she may serve a 
customer at any point in the store 
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where sales knowledge permits. 
Then we have ‘special sales con- 
tests with cash prizes which re- 
quire sales people to leave their 
departments. However, we prefer 
to assign an individual to a depart- 
ment and make him responsible for 
that merchandise, for anyone does 
the best job where he is most in- 
terested. 

We do not make an effort to in- 
vent sales contests and keep them 
going at all times. But we do ac- 
cept factory-sponsored sales con- 
tests when they fit in. One run- 
ning now involves the sale of elec- 
tric sweepers of a famous brand 
name. Every time a salesman or 
saleslady sells a sweeper, he or she 
pulls a sticker from a card. The 
number underneath the sticker 
gives a bonus of $2.50 to $3.50 for 
the one sale and the number may 
also win the grand prize of $25 
when the quota is sold. 

This and the other policies re- 
viewed here do more to build and 
maintain an effective selling or- 
ganization. 

Naturally, we devote the neces- 
sary time to instilling product in- 
formation, especially when we take 
on a new product. But sales con- 
tests like the one mentioned, along 
with our other policies, do much to 
maintain an effective selling or- 
ganization by giving that organiza- 
tion stability. At least, we are sold 
on that idea. 


> 


Hugh Parker, Jr. 
Parker Bros. Co., Inc. 
Knoxville, Tenn. 


IN OUR FOUR hardware stores in 
Knoxville, we find that the main 
thing to do in the first place, in 
building a more effective selling 
organization, is to be sure to select 

the right kind of 
men. 

We prefer to 
hire a young 
man, one who is 
married and has 
a sense of 
responsi- 
bility. Such a 

man knows he has to work for his 
family, We try to get a good man, 
with ability, who is willing to ap- 
ply himself. 

It is very important to select the 
right man at the start, because if 


you don’t you’re wasting a lot of 
time. A man like that can be easily 
trained. 

We just hire a man on a tempo- 
rary basis at first, to try him out. 

If he turns out satisfactorily then 
we hire him permanently. 

We start all our employees at our 
main downtown store, 420 Walnut 
Street. When an employee shows 
he has ability, then we often put 
him in one of the other three 
stores. 

We let a new man work with 
older employees in getting started 
and that soon makes the new man 
more effective in selling. We find 
that a good man learns fast. 

We like to put a man on his own 
as soon as possible. If he is going 
to make a good man, he can learn 
faster by finding out for himself 
what mistakes he makes. 


Incentive Pian 


For those who become manager 
and show ability, we have an in- 
centive plan. They get a certain 
percentage of profit. A man with 
ability can make money for you 
and for himself, and he usually 
does. 

We have meetings of employees 
at our main store, at night, where 
plans for selling are discussed. The 
sales meeting may pertain to a sea- 
sonal line, such as power mowers, 
paint, seed, insecticides, etc. Some- 
times we have representatives of 
the product present to explain 
points and how to sell. 

Such meetings sort of depend on 
the season and are held three or 
four weeks in advance of seasonal 
selling. 

An employee is given free range 
of the store. Although mainly re- 
sponsible for a certain department, 
the selling organization is flexible 
so that a man may move around 
and go anywhere he is needed to 
make a sale. 

Sometimes two or three men 
work side by side, when they are 
needed for the work on lines dur- 
ing seasonal selling. 

We do considerable advertising, 
promoting the completeness and 
quality of our lines. The employee 
knows he is working for a com- 
pany with a top reputation. That 
encourages a sense of pride in the 
work. 

(Continued on page 63) 
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Announcing 
the Newest Addition to the 
Myers Top Quality 


Water System Line... 
\ 


¥; and 4% horsepower 
Capacities to 800 GPH 


Both deep- and shallow-well 
models offered 


ABSOLUTE QUIET . . . FREEDOM FROM VIBRATION—The only moving part in 
the deep-well pump is the dynamically balanced all-bronze impeller (1). In 
the shallow-well pump, the nylon venturi (2) rotates with the impeller. 


RESISTANT TO RUST AND CORROSION—Pump case (3) lined with tough epoxy 
resin paint. Diffuser (4) made of glass fibre filled plastic . . . extremely resist- 
ant to shock and wear. The shallow-well rotating venturi (2) made of strong, 
wear-resistant nylon. The leakproof, rotary seal (5) features an easily replaced 
ceramic face and carbon washer . . . highly resistant to sand abrasion. The 
durable, nylon, shallow-well nozzle (6) contains a stainless steel insert tip. 


PEAK PRESSURES FOR BETTER SERVICE—Can be set for high pressures without 
fear of operating difficulties. Provides plenty of pressure for satisfactory 
operation of modern home appliances. 


FASTER PRIMING SAVES TIME AND MOTOR WEAR—The rotating venturi (2) 
feature promotes minutes-faster priming even where there is a long, hori- 
zontal offset suction line. 

SIMPLE DESIGN SPEEDS SERVICING AND REPAIRS—Dismanties completely in 
five minutes! Impeller mounts directly onto the stainless steel shaft (7). Drain 
plugs (8) permit complete drainage without disconnecting pipes. Pressure 
regulator (9) needs no diaphragm or spring . . . nothing to wear. Perforated 
brass screen (10) prevents troublesome clogging of the nozzle. 


COMPACTNESS FOR VARIETY OF INSTALLATIONS—Offered with 11-, 21-, 42- or 
4-gallon tank which is small enough to permit installations under a kitchen 
sink. Available in both deep- and shallow-well models. 





including motor, controls, 
11-geallon tank, f.c.b. Ashland, O. 


Here’s big news in the water 
system induetry? It's Myers new 
“HK” Ejecto Shallow Well 
pump with advanced rotating ven- 
turi design. And the new “HK” 
is offered at easy-to-sell prices. 
Take an inside look at the many 
high-quality features that dis- 
tinguish the Myers “HK” Ejecto 
look-ahead design. It gives you 
the opportunity to broaden your 
market for high quality pumps 
among prospects whose main 
consideration is price. So get 
ready for your biggest water 
system sales year. 


PLACE YOUR INITIAL ORDER TODAY WITH YOUR MYERS 
DISTRIBUTOR AND ASK ABOUT THE EXCITING NEW 
PROMOTION PLANNED TO INTRODUCE THIS NEWEST 
ADDITION TO THE MYERS HIGH QUALITY COMPLETE LINE 


Myers 


WATER SYSTEMS 
POWER SPRAYERS AND WATER SOFTENERS 
The F. E. Myers & Bro. Co., Ashland, Ohio 


: In Canada: 
y Gi Kitchener, Ontario 
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—it’sa ‘EVEL—it’sa quare—it’sa ape 


accurate 
unbreakable 


Built-in, accurate, unbreakable level with easy- 
view bubble. 

Accurate square, easy to use. 

Full 10 foot, replaceable, WYTEFACE® tape 


rule. Sliding end-hook makes inside and out- 

side measurements accurate. md 3] ON 

Rugged die-cast case with long-life chrome price only . 

plated finish. shipping weight 2 Ibs. 14 ozs. 
per display box 


of six” 


Made by K & E, makers of instruments of precision since 1867 





[X= | KEUFFEL & ESSER Co. 


HOBOKEN, N. J 
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here’s the deal: 


In each display box of six LST’s is a Silver 
Dollar Certificate. All you have to do to earn 
your silver dollars is to call the attention of 
six customers in your retail store to the LST 
with the words “‘Look at this new product.” 
Then fill in the certificate and mail it to 
K&E, Hoboken, N. J. You'll get a shiny new 
silver dollar by return mail. 


here’s the package: display the 
Level - Square - Tape three ways! 


On the counter in an eye-catching display carton that holds 
6 “blister” cards. Carton takes only 5 by 7 inches of space. 
Colorful cards tell the whole selling story. 


In counter bins: Individual cards hold and protect LST 
under a “blister” of clear plastic. Eliminates shop-worn 
merchandise. Promotes self-service selling. 


For perforated boards: Each card is punched for mount- 
ing on standard display boards. 


here’s the promotion: oa 


advertising in top National Magazines 


HOME CRAFTSMEN 


DO-IT-YOURSELF 
PROFESSIONALS 





KEUFFEL & ESSER CO. 


HOBOKEN, N. J. 
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IRGO Serving the Building Materials Trade Continuously Since 1914 ‘ 
ais - — i 3 
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SOUTHERN STATES IRON ROOFING COMPANY 


BIRMINGHAM, ALA LOUISVILLE, KY 


ATLANTA, GA SAVANNAH, GA 


A 4 4¢ e:. 4-546 Pt e: ME e 4.944 


MEMPHIS, TENN MIAMI, FLA NASHVILLE, TENN RALEIGH, N.C RICHMOND, VA 
» re A Ad NW . 1 Ss 4 ' t Seventh Ave $ tland Drive 0 Peterst y Pike 
1572 6748 
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New... Colortul... Exclusive! 


UNIVERSAL 


Pour-Enty 


VACUUM BOTTLES 


with 8 Revolutionary 
New Features 


Here are the most revolutionary new vacuum 
bottles in the 50 year history of the industry. 
Styled in colorful pastel shades, the new 
Universal “Pour-Easy” Vacuum Bottle 

will virtually sell on sight. The 

exclusive bottom opening for 

easy replacing of glass filler is 

just one of the 8 big new 

features that will place 

UNIVERSAL first in vacuum 

bottles that really move. 


pours like 
a pitcher... 
never drips 


EASY-ON 
EASY-OFF CUP 


Newly designed, shock 
resistant plastic cup 
seals tight, or comes off 
just as easily, with a 
“twist of the wrist.” 





EXCLUSIVE 
MARKET TESTED 
COLORS 


Red-Orange and Grey with Blue- 
Green cup. Yellow and Grey with 


DRIPLESS PLASTIC 

POURING SPOUT 

Easy to clean... 
Stays clean 





4090 Workman's Lunch Kit 
4091 Aluminum Lunch Kit 


“SHUR-GRIP"’ 
CASE 


Hands won't slip on this 
exclusive corrugated 
case. Bottom opening 
permits convenient re- 
placement of 
glass fillers. 
New interior 
shock absorb- 
er mounting. 





No. 2680 Pint 
No. 3380 Quart 


Violet-Blue cup. 








Mi 
wll i , 
No. 2681 Pint 

No. 3381 Quart 











No. 3384 Quart 
with 4 nested cups 


UNIVERSAL 


KLEEN-SEAL 
STOPPER 


The new flexible stopper 
makes positive seal. Stays 
“sweet,” easy to clean. 
Has tab for easy removal. 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





m FREE =: 


oy Pour- Ead {y 





Shopper Stopper 


FULL-COLOR DISPLAY 


Here’s a self-selling display that’s a natural for busy 
dealers. Takes up small counter space, and the bottles 
will create impulse sales from casual shoppers. Holds 
four pint bottles, two quarts, and a workman's lunch 
kit. It's FREE with your order. 


No. 9914 DISPLAY PACKAGE 


CONTAINS | RETAIL 


TOTAL 


4—2680 Pints @ $1.98 each $7.92 
4—2681 Pints @ 1.98 each 7.92 
2—3380 Quarts @ 2.79 each 5.58 
2—3381 Quarts @ 2.79 each 5.58 
2—4090 Workman’s Lunch Kits @ 3.25 each 6.50 


Shopper Stopper Display NO CHARGE Total $33.50 
Your Cost 21.36 


> YOU MAKE ‘12.14 or a BIG 36% 


sect THE Best with UNIVERSAL 


Feature these “Pour-Easy” leaders in today’s most complete vacuum goods line! 





HE ROADMASTER 
No. 9685 $13.95 


THE FIESTA 
Copyright L. F. & C. 1956 No. 9682 $12.95 
No. 9680 Jr. Fiesta 
(pint bottles) $7.95 


THE SCOTSMAN “~ 
No. 9683 $14.95 THE PICNICKER 


No. 9681 Jr. Scotsman No. 9687 2 quarts $10.95 
(pint bottles) $10.95 LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 





New Yale 516 


WITH 


Key Control 


designed to 
unlock ready-made 
multiple sales for you 


Finest combination 

padlock made for 

lockers in factories, 
(t> 2 schools, clubs 


Brand new item, finest value and a sure-fire 
seller—the New No. 516 Yale Combination 
Padlock comes with convenient key control. 
Combination of each lock is set at the factory. 
Master record charts are supplied for 

listing each combination, for your customers 
who buy in quantity. Control key for the 

pin tumbler lock permits locker attendant to 
service any locker. This New Yale No. 516 

is quality throughout—steel bolt, rustproof 
case and mechanism, and guaranteed against 
defects. Display No. 516 and watch sales rise. 


No. 515 Where economy is desirable—and 
where key control is not essential— 

this precision-made combination padlock 
is an ideal choice. Has bank vault ty pe 
dial, rustproof case and mechanism 


YALE & TOWNE 


*“VYALE~REG.U.&. PAT. OFF 


THE YALE @ TOWNE MANUFA RING CO., LOCK AND HAROWARE DIV... WHITE PLAINS, H.Y 
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Sunset Line Appoints 
Southern Representative 


A. W. AGNEW, general manager 
of Sunset Line & Twine Co., has 
announced the appointment of Jack 
Decker as field representative 
working out of the company’s 
Florence, Alabama plant. He will 
cooperate closely with Sunset deal- 
ers in the southern territory on 
sales and technical problems. 


Jack Decker 


Decker started working for Sun- 
set in its Petaluma, California 
plant 10 years ago, and was trans- 
ferred in 1953 to Alabama, where 
he has been active in the develop- 
ment of the Florence mill, and in 
helping to design specialized fish- 
ing lines for southern waters. 


> 


Standard Wire Cloth and 
Screen Co. Moves South 


STANDARD Wire Cloth and Screen 
Co., formerly of York, Pa., was 
scheduled to move into a new, 
modern plant on July 16 at Brook- 
haven, Miss., for the manufacture 
of insect wire screening. The an- 
nouncement was made by D. J. 
Blaser, vice-president in charge of 
sales. 

The factory occupies approxi- 
mately 100,000 square feet on 21 
acres. It is a complete factory, pre- 
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pared to carry on every operation 
of manufacture, including a mod- 
ern paint tower and electro-gal- 
vanizing plating equipment, it 
was announced. 

Innovations in the building in- 
clude modern tiltup construction; 
fluorescent lighting; completely 
air-conditioned offices; and heavy 
duty air circulation system, which 
changes the air in the factory every 
three minutes. 


* 


L. G. Reuther Joins 
Louis Williams & Co. 


Louis WILLIAMS & Co., Nash- 
ville, Tennessee, manufacturer’s a- 
gents, have announced that Leslie 
Reuther joined their firm effec- 
tive July 1, 1956. 

Mr. Reuther will assume the 
duties of sales promotion manager 
and will headquarter in Nashville. 
He is well-known to the hard- 
ware trade from his previous con- 


L. G. Reuther 


nection as general sales manager 
for Holthouse & Hartup. Prior to 
that time he was connected with 
True Temper Corp. 

Louis Williams & Co. represent 
several nationally known factory 
lines in the 14 southern states. 
They have a staff of six salesmen, 
in addition to Mr. Reuther. 


Station Wagons for John T. Everett Salesmen 


The four-man field sales division of John T. Everett Co., manufacturers’ 
representatives with headquarters in Memphis, Tenn., has been newly 
equipped with station wagons, according to W. N. Wilkerson, managing 
partner of the firm. The picture above shows, left to right, Glenn Duke, 
Lew Waldrup, Asa Hope, and Jack Burkholder, members of the sales service 
staff, standing with their new vehicles which are fully equipped for the 
purpose of helping southern wholesalers in dealer sales and service calls 
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on Dealer Letter 
WPONY 


Am =6CFREE! Metal 
— _ Wall dispenser 
we §= for Remington 
ml “Rocket” 22’s 





Protects stock...Spurs sales...Saves space 








Hang this NEW ammunition dispenser safely behind your 

counter on the wall—on a shelf partition—or on a store column. 
There, right at eye level, this bright red and green metal display 
reminds your customers to stock up on new Remington 
“Rocket” 22’s—hottest 22 shorts available! 20 packs of extra-fast 
“‘Rocket”’ 22’s slip into this attractive unit at the top... 
dispense easily at the bottom. “‘Rocket’’ 22’s sell fast . . . so keep 
this new merchandiser filled for quick turnover. Ask your 
wholesaler for the Remington #R-560 Upright Wall Dispenser 
with a colorful display card, plus a window streamer and complete 
instructions. 


Colorful display with 4 popular 
22 rifles— at no extra cost! 





Now you can order popular Remington 22 rifles that 
come shipped in a colorful floor display. Just slip off the 
protective cover, stand it up and watch it sell! 

The four fast-moving Remington 22's include two Model 
514 bolt-action single-shot rifles, one Model 512 bolt- 
action repeater and one Model 550 autoloader. 

You can spot the brightly colored display in heaviest 
store traffic—a unique locking device protects the guns 
Ask your wholesaler for the Remington 22 rifle assortment 
and display #420 that costs nothing extra 
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Pelton 


Stanley Announces 
Executive Changes 


JOHN C. CAIRNS, president of The 
Stanley Works, New Britain, 
Conn., announced recently that the 
board of directors had approved 
several important changes in the 
executive management of the com- 
pany, effective July 1, 1956. 

These include the creation of two 
new positions, vice-presidents di- 
visional administration, to assist 
the executive vice-president, W. 
Ronald Morse, in carrying out 
company policies. Hoyt C. Pease 
and Henry V. Pelton, vice-presi- 
dents of the company, have been 
named to fill these positions, Cairns 
said. 

President Cairns also announced 
election by the board of C. Ken- 
neth Freedell and Russell J. Wil- 
loughby as vice-presidents in 
charge of Stanley Tools and Stan- 
ley Hardware divisions respective- 
ly, succeeding Pease and Pelton. 

Charles L. Lohmeyer was ap- 
pointed general sales manager of 
Stanley Tools, a post previously 
held by Freedell. 

Under the executive vice-presi- 
dent, Pease will assist in adminis- 
trative supervision of all Stanley 
Tools divisions of The Stanley 
Works in the United States and 
subsidiaries abroad. In addition, 
Pease’s responsibilities will extend 
to the Stanley Electric Tools and 
Stanley Steel Strapping divisions 
in New Britain, Humason Manu- 
facturing Co., Forestville, Conn.; 
The Stanley Chemical Co., East 
Berlin, Conn., and the H. L. Judd 
division, Wallingford, Conn. 

Similarly, Pelton will assist in 
administrative supervision of 
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Freedell 


(Continued from page 20) 


Willoughby Lohmeyer 


Stanley Hardware, Stanley Pressed 
Metal, and Steel divisions, all of 
New Britain; Stanley Building 
Specialties Co., North Miami, Fla.; 
The Stanley Works of Canada, Ltd., 
and Stanley Steel Co., Ltd., both in 
Hamilton, Ontario, Canada. 

Both Pease and Pelton have been 
vice-presidents of The Stanley 
Works since 1951 and were elected 
directors in March of this year. 
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Tapatco Observes 
75th Anniversary 


THE AMERICAN Pad & Textile 
Co., Greenfield, Ohio, makers 
of Tapatco brand life-saving 
equipment, sleeping bags, hunting 
and fishing clothes and other out- 
door products, this year is cele- 
brating its 75th anniversary. 

In 1881, a 20-year-old named 
Edward McClain, who worked in 
his father’s harness shop, con- 
ceived an idea of a collar pad for 
horses. He designed a pad and be- 
gan to manufacture it on a small 
scale, and soon was turning out 


Herrold 


millions of collar pads per year. 
His business was incorporated in 
1903 as The American Pad & Tex- 
tile Co. Although production of 
collar pads has continued, it is 
secondary to the manufacture of 
sporting goods products at Tapat- 
co. 

Present management acquired 
the control of the company in 1945 
and since that time has purchased 
a number of other plants to round 
out its line to more than 200 dif- 
ferent types of products. Present 
management consists of F. R. 
Marlier, board chairman; Henri 
Marc, president; Ned Herrold, vice- 
president, sales; Don Hindes, vice- 
president, production; Lou Fraw- 
ley, vice-president, Western Divi- 
sion; and Joe LeBlanc, general 
manager, Southern Division. 


_ 


Mall Tool Acquired 
by Remington Arms 


A JOINT statement issued recent- 
ly announced that Remington Arms 
Co., Inc., Bridgeport, Conn. has en- 
tered an agreement in which it will 
purchase the Mall Tool Co. of Chi- 
cago. 

Terms of the agreement, which 
will be consummated when settle- 
ment details are completed, in- 
clude Mall’s Canadian subsidiary, 
Mall Tool Limited, of Toronto. 

Remington Arms said the acqui- 
sition is a step in its program to 
expand its industrial products 
line. Mall, which operates plants 
in Chicago, Crete, Ill., and Toron- 
to, Ont., is a leading producer of 
portable electric tools, pneumatic 
tools, gasoline engine chain saws, 
flexible shaft equipment and othe! 
gasoline-powered tools. 


> 


Lyle Organization 
to Handle Wen Line 


WEN PeropuctTs, Inc., Chicago, 
Ill., has appointed Jack C. Lyle & 
Associates of Atlanta, Ga., as rep- 
resentatives in the southeastern 
territory. The Lyle organization 
will handle the Wen line of solder- 
ing guns, power saws, drills, and 
sanders. 
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You'll have to make your sales chart 























The car and home washer that’s al- . 
ready America’s No. 1 housewares saow’'s ; Quik-Suds Whirl-A-Way 
seller again gives you the promotion with Hydraulic Sudser, retails 6 95 
that was fabulously successful last : . Osrow’s Sparkle 

year! Give not a small sample, but : (full 12 oz. can)... . retails l 29 
the full 12 oz. can of Sparkle Liquid Ht 

Detergent, absolutely free with every Total retail value 8,24 


Whirl-A-Way. Then, watch your sales ] UduID DETERGEN! Both for only 6.95 


really skyrocket! 
i} a" (Offer limited to 30 days only) 
Quik-suoS | “ANO 
a MIRE: AW FOR CAR AND Get full details at the Show 
HOME WASHING - 


OSROW PRODUCTS CO., INC. pe ru a Booth 1724-1726 Auditorium 
HAZEL STREET, GLEN COVE, N. Y. 3 ATLANTIC CITY 
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Belknap Board Elects 
Five New Directors 


FIVE NEW directors for Belknap 
Hardware and Manufacturing Co., 
Louisville, Ky., were elected at a 
recent meeting of the board. At the 
same time all officers of the com- 
pany were re-elected. 

The election followed the resig- 
nation of the following directors 
who had been inactive for some 
time: William C, Gibson, 56 years 
with the company; Lewis Herndon, 
52 years; G. E. McMakin, 48 years; 
Luther R. Stein, 46 years; Glen E. 
Brewer, 46 years; and E, A. Con- 
verse, Jr., 38 years. 

The following new directors 
were elected: George E. Martch, 
with the company 42 years, direc- 
tor of sales for the Northeast Di- 
vision; Guy P. Metcalfe, 33 years, 
buyer of heavy hardware; A. J. 
Winbun, 37 years, buyer of carpen- 
ter and hand tools; D, H. Short, 32 
years, buyer of agricultural tools; 
and Robert L. Stein, 17 years, man- 
ager of city sales. 

All of the new directors came up 
through the ranks and have earned 
and deserve this recognition, ac- 
cording to C. R. Bottorff, chairman 
of the board. 


+ 


Wyatt Organization Now 
Exclusively Wholesale 


DISCONTINUANCE of its retail 
hardware and farm equipment de- 
partment after 75 years was an- 
nounced recently by the Job P. 
Wyatt & Sons Co., hardware 
wholesalers in Raleigh, N. C. 

The firm continues in the whole- 
sale hardware and farm equipment 
business at its new building at 2220 
Louisburg Rd. The company ex- 
pected to be moved completely 
from its old location at 325 S. Wil- 
mington St. by July 15. 
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Shopmaster Adds New 
District Sales Rep 


L. H. MILLER, vice-president and 
general manager of Shopmaster, 
Inc., announces the appointment of 
William Lane, Jr., as district sales 
manager representing the company 
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(Continued from page 22) 


William Lane. Jr. 


in Missouri, Oklahoma, Kansas, 
Arkansas, Nebraska, and Western 
Tennessee. Lane’s headquarters 
will be Kansas City. 

He has spent five years in the 
sales and marketing of power tools 
in the midwestern area. 

The new appointment is an- 
nounced as part of the Minneapolis 
manufacturer’s expansion program 
since its purchase by the Jones and 
Lamson Machine Co., Springfield, 
Vermont. 


° 


Lebanon Chemical Names 
Sales Representatives 


LEBANON Chemical Corp., Leban- 
on, Pa., announces the appoint- 


Power Products 


ment of four sales representatives 
to cover 14 states for Lebanon gar- 
den supply chemicals, weed killers 
and fertilizers. 

Robert M. Byler & Associates, 
St. Louis, Mo.. will cover Iowa, 
Kansas, Missouri, and Nebraska. 

The Estes Co., Dallas, Texas, will 
represent Lebanon in Oklahoma 
and Texas. 

L & S Sales Co., Memphis, Tenn., 
has been assigned Alabama, Ar- 
kansas, Louisiana, Mississippi, and 
Tennessee. 

Leonard Pill & Associates, Los 
Angeles, Calif., will cover Arizona, 
California, and Nevada. 


* 


Bridgeport Brass Names 
Glen Smyth Co. 


THE GLEN Smyth Co., manufac- 
turers’ representatives, with head- 
quarters in Dallas, Texas, has been 
appointed to represent the Bridge- 
port Brass Co.’s Aerosol] division, 
it has been announced by Walter 
E. Anderson, sales manager of 
Bridgeport Aerasol products. 

Their territory will include Tex- 
as, Louisiana, Arkansas, and Okla- 
homa, and the company will han- 
dle Bridgeport’s full line of Aera- 
sol products, which include space 
insecticides, residual insecticides, 
moth proofers, air refreshers, lawn 
and garden, and miscellaneous 
aerosol specialties. 


Opens New Plant 


Power Products Corp., manufacturer of light gasoline engines, recently 

celebrated its 10th anniversary with the official opening of a new 

million-dollar plant and general office building. Located on a 30-acre 

site on the northern edge of Grafton, Wis., the plant has 117,000 squore 
feet of manufacturing and office space 
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The Famous 


BURNS £/VZ W/RE TENSION SCREENS 


One of the hottest products that ever left a dealer's 
shelf. Every Burns Screen is packaged individually 
— it’s easy to display, easy to install, easy to store, 
and, above all, easy fo sell. 




















249 Spring Street, S. W. 


Atlanta, Georgia 


Phone 
JAckson 5-4514 





80th Year Celebrated 
by Camillus Cutlery 


EIGHTY years of company growth 
and the 100th anniversary of 
the birthday of founder Adolph 
Kastor will be celebrated this year 
by Camillus Cutlery Co., Camillus, 
N. Y., manufacturer of Camillus 
and Camco knives. 

Production of pocket knives in 
Camillus’ early years was a te- 
dious, one-man operation. In con- 
structing a single-bladed pocket 
knife, for example, the cutler had 
some 42 operations he performed 
himself. Kastor set up new tech- 
niques in production. He replaced 
the old methods of cutlery-making 
and began use of assembly tech- 
niques to increase efficient manu- 
facturing. 

During the period between two 
World Wars, Camillus solidified 
its position as a leading cutlery 
manufacturer. Alfred Kastor, who 
then carried on the traditions and 
philosophies of founder Adolph 
Kastor, brought in William D. 
Wallace to assist him in system- 
atizing factory methods while 
holding true to quality standards 
in cutlery manufacturing. 

Present management of the com- 
pany is headed by President W. 
Dean Wallace. The present plant, 
shown in the accompanying photo- 
graph, includes many buildings 
which house modern equipment 
for mass production. 


* 


Savage Arms Announces 
Executive Appointments 


SAVAGE ARMS Corp., Chicopee 
Falls, Mass., has elected Joseph V 
Falcon vice-president and assistant 
general manager and Oliver M. 
Knode, Jr., vice-president and a di- 
rector. Also announced by Fred- 
erick F. Hickey, president of Sav- 
age Arms, was the appointment of 
Richard S. Havourd as assistant to 
the president. 

Falcon succeeds Herbert A. 
Stewart, resigned, who will con- 
tinue to be associated with the cor- 
poration as consultant. 

Falcon announced the appoint- 
ment of William J. O’Connor as 
sales manager, sporting arms divi- 
sion. O’Connor, who will make his 
headquarters at Chicopee Falls, be- 
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Production facilities of Camillus Cutlery Co. 


came regional sales manager in 
1955. Prior to that he had served 
as sales representative in the 
Northeast and in various other ca- 
pacities since joining Savage in 
1924. 

a 


Edward Fasold Joins 
John H. Graham & Co. 


JOHN H. GRAHAM & Co., Inc., N. 
Y., N. Y., announces the appoint- 
ment of Edward Fasold as assistant 
to Vincent Turner, vice-president 
in charge of Graham’s Sporting 
Goods Division and supervisor of 
sales for O. F. Mossberg & Sons, 
Inc. products. 

Fasold is a graduate of Newberry 
College, Newberry, S. C. His busi- 
ness background includes gun buy- 
er and sales manager positions 
with Western Auto Supply Co., 


Edward Fasold 


and hardware and sporting goods 
merchandising manager with Peas- 
lee-Gaulbert, Atlanta, Ga 


¢ 


Walsh Joins Lufkin Rule 
as Merchandising Head 


E. H, MEIBEYER, vice-president, 
The Lufkin Rule Co., Saginaw, 
Mich., has announced that J. H. 


J. H. Walsh, Jr. 


Walsh, Jr. joined the company in 
the capacity of merchandising 
manager July 1. 

Walsh had served previously as 
manager of the National Retail 
Hardware Association merchandis- 
ing service department. In his new 
position, Walsh will be entrusted 
with developing and carrying out 
the merchandising policies of the 
company. 
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ALCO American Chain Now MARKED 


‘tae, —for quick identification 
-for approximate Measurement 
-for full Protection 


ACCO now comes up with a great 
new idea in chain selling—an idea 
that will not only increase your sales 
of AMERICAN chain, but will save 
you time and trouble while building 
your profits! 

From now on, ACCO chain will be 
color-marked, approximately every five 
feet, with a self-identifying band of 
stick-tight tape. The tapes, each 
bearing the name ACCO and the grade 
of the chain, will be in standard 
industry colors as follows: 


GREEN for ACCO Proof Coil 
RED for ACcO BBB 

BLUE for ACCO High Test 

{ for ACCO Alloy 


Containers are marked with the same colors 


COTE 


Quick Identification « These new 
markings tell you and your customers 
instantly what grade the chain is, and 


ee 


who makes it. This makes selling easier 
—and makes buying easier and faster 
It eliminates the possibility of confu- 
$10n or error 

Easy Measurement « Because one of 
these bright, durable tape markers ap- 
pears approximately every five feet of 
the chain, it is a simple matter to 
measure off the desired length of chain 


in seconds 

Full Protection « These color- 
identification markers assure the user 
that he is getting genuine ACCO-made 
chain of the grade he wants —and in the 
length he wants. No chance for any- 


a ene te — 
ee 


ORANGE 


thing to go wrong. Even a color-blind 

person can identify these chains by 

reading the clear markings! 

Now, more than ever, it will pay you to 
stock and push AMERICAN chain. 
Order these color-identified chains 

from your distributor today 


co American Chain Division 


AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Boston, Chicago, Denver, Detroit 


yston, Los Angeles, New York, Philadelphia, Pittsburgh 
Portiand, Ore., San Francisco, Bridgeport, Conr 


| 
| 
| 
t} 
| 
; 
: 
| 
9 
[ 
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Henry Disston Division 
Names General Manager 


EUGENE Salinger has been named 
general manager of the Henry 
Disston Division of H. K. Porter 
Co., Inc., Philadelphia. 


Eugene Salinger 


Salinger joined the company 
earlier this year as assistant gen- 
eral manager of the Riverside 
Metal Division, Riverside, N. J. 
Previously, he had been president, 
Bayshore Industries, Elkton, Md. 


a 


Belknap Opens 
Toy Display Room 


THE FORMAL opening of its Toy 
Display Room was scheduled to be 
held July 9 by Belknap Hardware 
and Manufacturing Co., Louisville, 
Ky. Approximately 25,000 square 
feet of display space is to be de- 
voted to this line which includes 
approximately 3,000 toy items. 

For speed and convenience of 
customers a _ pre-printed order 
form will be used. 


2 


Mow-Master Sales Group 
Meets in Nashville 


SOUTHERN representatives of 
Mow-Master power mowers met 
recently in Nashville, Tenn., to dis- 
cuss sales plans for 1957. 

Present at the meeting were 
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John Craig, Nashville; Vincent 
Smith, district manager, East Nor- 
wich, Long Island, N. Y.; E. E. 
Cole, Mow-Master sales manager; 
Baxter Jones, Dallas; E. E. Bram- 
mer, Tampa; H. A. Pendergraph, 
Atlanta; George Adair, Memphis; 
H. S. Powell, Tampa; and E. E. 
Roberts, Atlanta. 

The group heard an optimistic 
picture of Mow-Master’s future, 
by Cole, including a report that 
current sales are the highest in the 
history of the company. Cole also 
announced that Mow-Master is 
breaking ground on a $100,000 
plant addition to be completed this 
fall. 


* 


Railey-Milam, Inc. 
Elects Officers 


AT A RECENT meeting of the 
board of directors of Railey-Milam, 
Inc., hardware wholesalers in Mi- 
ami, Fla., the following officers 
were elected: F. G. Railey, presi- 
dent; R. M. Miller, executive vice- 
president and general manager; I. 
L. Balkcom, R. H. Griffin, J. A. 
Chamberlain, J. A. Morris, L. R. 
Railey, Jr., vice-presidents; and J. 
W. Crawford, secretary and treas- 
urer. 

> 


C. M. McCreery Retires 
from Revere Post 


C. M. McCrEeErY, vice-president 
in charge of the three manufac- 
turing divisions of Revere Copper 
and Brass, Inc. retired under the 
Revere pension plan July 31, it 
was announced recently by the 
company. 

Well-known in the housewares 
field as both salesman and admin- 
istrator, Mr. McCreery joined Re- 
vere in January, 1932, as_ sales 
manager of the company’s utensil 
sales department in Rome, New 
York, and as one of his first mer- 
chandising efforts persuaded the 
concern to manufacture an all-cop- 
per bird whistling tea kettle. 

In 1939 working under the di- 
rection of J. M. Kennedy, now Re- 
vere board chairman and chief 
executive officer, and then a di- 
visional vice-president of Revere, 
Mr. McCreery helped launch the 


Cc. M. McCreery 


copper-clad stainless steel cooking 
utensils. 

Edwin D. Howell, who has been 
assistant general manager of the 
three utensil-manufacturing divi- 
sions since May 8, 1952, will be 
appointed general manager when 
Mr. McCreery retires. He joined 
Revere in September, 1947, as an 
engineer in the Rome Manufactur- 
ing Company Division. 


. 


Executive Group Elected 
by Watts Organization 


AT THE ANNUAL stockholders 
meeting held recently by Watts 
Hardware and Supply Co., San An- 
tonio, Texas, the following direc- 
tors were elected: B. V. Christie, 
Mrs. H. E. Colemere, W. H. 
Dawkins, R. V. Matula, and P. D 
Womble. 

The board of directors an- 
nounced the resignation of Holli 
E. Colemere, Jr., formerly execu- 
tive vice-president and assistant 
manager, who left the wholesale 
organization in order to engage in 
other business. 

The appointment of the follow- 
ing officers and administrative per- 
sonnel was announced simultane 
ously: B. V. Christie, president and 
treasurer; W. H. Dawkins, vice- 
president and secretary and gen- 
eral manager; P. D. Womble, vice- 
president and assistant treasurer; 
F. H. Dubray, vice-president and 
assistant secretary; E. O. Moran, 
purchasing agent; R. V. Matula, 
manager of warehouses; and Jim- 
my Bucklelew, cashier. 


SOUTHERN HARDWARE for AUGUST, 1956 





Planning for Profit 


AT THE 11TH ANNUAL 


NATIONAL HARDWARE SHOW 


Including the Lawn, Garden and Outdoor Living Division 


OCTOBER t- 5 at the new COLISEUM ip NEW — CITY 


~ (ta 


More than 1000 of the nation’s leading manufac- 
turers at the National Hardware Show will present 
to buyers of hardware, housewares and allied 
items . . . and lawn, garden and outdoor living 
equipment . . . a dazzling array of new products, 
new designs, new ideas and new merchandising 
plans that spell new profits for you. 


Plan now to attend your industry's great 
merchandising event, where you can see, feel and 
compare the best the industry has to offer. 


Fill out and return the registration coupon today. 
Your admission badge, which will admit you with- 
out further registration, will be mailed to you. 


World's Newest, 


start planning for profit... register now! 
Most Modern Showplace P ad P ° 


\ ih . a 
il me NATIONAL HARDWARE SHOW 
Suite 1103, 331 Madison Ave., New York 17, N.Y 
Please check below if you wish us to make hotel reservations for you 
NATIONAL ie 


NAME 7. 


FRM 
at the new COLISEUM 


! 

I 

i 
a ar es 
1 TP ———EE —— 

in NEW YORK CITY ‘A 

l 

5 | 








a OF BUSINESS 


Please check below the classi ificati ion of your business 





Wholesaler Retailer Dept. & Chain Store Buyer 
importer-Exporter Mfgrs’ Agent Manufacturer Other 
Please send us your hotel reservation blank 


! 
l 
! 
! 
! 
| 
— 
| 
! 
l 
! 
| 


please fill out coupon and mail J Minors under 16 yrs. of age will not be admitted under any circumstances 


Chan cs ce ee ee ee we we ee 


SOUTHERN HARDWARE for AUGUST, 1956 29 








Delta Division Appoints 
Sales Manager in Okla. 


DEARL J. SPECK, former Okla- 
homa City zone manager of truck 
sales for International Harvester 
Co., has joined Rockwell Manu- 
facturing Co.’s Delta Power Tool 
Division as district sales manager 


Dearl J. Speck 


for Oklahoma City and adjoining 
counties. 

According to Warren Sherman, 
recently appointed southern re- 
gional sales manager, Speck re- 
places Robert Grimmett, who has 
been promoted to the Houston dis- 
trict managership, replacing Sher- 
man. 

A graduate of Broken Arrow, 
Okla., schools, Speck attended 
Tulsa University and served in the 
U. S. Army nine years before join- 
ing International Harvester in 
1952. 


° 


Jones to Head Franklin 
Glue Research Program 


THE FRANKLIN Glue Co., 119 
West Chestnut St., Columbus, 
Ohio, has announced the appoint- 
ment of Henry S. Jones, formerly 
of New York City, to be in charge 
of the new market research and de- 
velopment program for its package 
division, dealing with all products 
of the company’s manufacture sold 
through wholesale and retail hard- 
ware channels. 

The company has distribution in 
every state in the country and 
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plans to expand its package line to 
include products not heretofore 
manufactured by it. 

For the past three years, Jones 
has been associated with the Fair- 
child Publications of New York 
City, where much of his time was 
spent in market research. 

. 


Plymouth Cordage Forms 
New Subsidiary 


EDWIN G. Roos, president of 
Plymouth Cordage Co., has an- 
nounced the . incorporation of 
Plymouth Cordage Industries, Inc.; 
a wholly-owned subsidiary made 
up of two operating divisions ac- 
quired from the United Shoe Ma- 
chinery Corp.: J. C. Rhodes & Co., 
which makes eyelets for the shoe 
industry, and W. W. Cross & Co., 
which manufactures nails and 
tacks for the shoe industry and for 
the hardware, furniture and gen- 
eral industrial trades. 

+ 


Stratton & Terstegge Co. 
Promotes Four in Sales 


A. J. CARSON, general sales man- 


ager of the wholesale division, 
Stratton & Terstegge Co., Louis- 
ville, Ky., has announced the fol- 
lowing promotions. 

Arthur P. Koch, Jr., an em- 
ployee of the company for 23 years, 
and formerly Kentucky sales man- 
ager, has been promoted to sales 
promotion manager. 

J. H. Sanders, formerly southern 
divisional sales manager, and an 
employee of the company for 26 
years, is now sales manager of the 


A. P. Koch, Jr. J. H. Sanders 


central and southern divisions. 

James L. Oates, an employee for 
the past 16 years, and formerly 
city sales manager, will serve as 
sales manager of the Kentucky 
division. 

John M. Hawk, an employee for 
the past 34 years, and formerly of 
the sales department has been pro- 
moted to city sales manager 


> 


New Appointments Made 
by John H. Graham & Co. 


AT A RECENT meeting of the 
board of directors, Harold S. Gra- 
ham was named chairman of the 
board and George A. Graham pres- 
ident of John H. Graham & Co., 
Inc., New York, N. Y. 


G. Graham H. Graham 

Harold S. Graham has been ac- 
tive in the management of the 
company since 1912, being presi- 
dent the past 16 years. Also ac- 
tive in the company for many 
years, George Graham has been 
closely associated with the com- 
pany’s King Cotton Cordage Divi- 
sion. 


J. L. Oates J. M. Hawk 
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0 uinciatell with muscles 


the Vey U.S. ROYAL 


Heavy Duty 
DO LEW EIGEN 


BIKE TIRE 


Lively Middleweight “action” in a hefty, heavy duty 
tire! Here’s the perfect answer for riders who want 
smoother riding and handling, yet insist on long, 
rugged service. 

The new 1.75 U.S. Royal “H-D’’ MIDDLEWEIGHT 
fits all balloon as well as middleweight rims. 














It's brand new, it’s bound to be a hot seller— 
and it’s available only from your U.S. Royal bike 
tire jobber. Contact him now! 


“ > © 

Fits all —_— : 
Middleweight / \ 
: / . 





and 
Balloon Rims 








Heavy Duty Cord 
Body 

U.S. Royal “centerlap” con- 

struction puts three layers 

of super tough auto type 

fabric where it’s needed 

most...under the tread. 


Extra Deep Tread 


Shorp, serrated ridges cut * 


through slick surfaces, 


grip and dig through * 


toughest going 


More Rubber 
Where it Counts 


in the vital treed 
orea. Thicker layer of 
extra-tough “fortified” 
rubber gives hundreds 
of bonus miles 


United States Rubber 


CYCLE TIRE DEPARTMENT 
549 East Georgia Street © Indianapolis 6, indiana 
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Whos handling 


public relations for you 


behind the [ron Curtain? 


- —___— a - = ne 
tS eee 


It’s not an easy assignment—or the kind you'll find many 
people volunteering for. 


But there is an important “public relations” job to be done 
behind the Iron Curtain—for you . . . for America . . . for the 
whole concept of freedom, free enterprise and individual 
rights. This job is an opportunity and a challenge as well as 
a serious responsibility for American business. Fortunately, 
with your help, there is an agency that can do the job— 
Crusade for Freedom, which supports Radio Free Europe 
and Free Europe Press. 

Both these powerful, privately operated organizations 
continually challenge the barrage of Communist misstate- 
ments and false truths. Using saturation radio broadcasts 
and mass newspaper drops from message balloons, Radio 
Free Europe and Free Europe Press are constantly on 
the offensive against the Red campaign to annihilate 
right, reason and national pride. 

Continued and heated Communist protests testify to 
the tremendous effectiveness of Radio Free Europe 
and Free Europe Press. Support freely given by free 
American business and private citizens will increase 
this effectiveness and the scope of their operations. 

A contribution now is perhaps the best investment 
you can make towards a peaceful, prosperous world. 


Give generously. It’s your future! 


Check list for business executives 
in the Crusade for Freedom 


(] Order display material for your company bulletin board. 


[} Plan a paycheck stuffer to fully acquaint your employees 
with the importance of the Crusade for Freedom. 


C) Plan to conduct an in-company solicitation. 


[] Match employee funds with your Truth Dollars. 


For campaign material and information write CRUSADE FOR FREEDOM, i F East 46th St., N. Y. ee 
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Get greater mark-up and 
faster turnover with PYREX ware! 


THE TOP LINE IN THE FIELD ALSO GIVES 
YOU A BIGGER MARGIN OF PROFIT 


N independent housewares survey proves 

that PYREX ware not only gives you a 

greater than average profit margin—it also 
gives you double the average turnover! 


@ You get this faster turnover with PYREX 
ware because it’s practically a household 
word to women everywhere. They know 
PYREX ware lets them freeze, cook, serve 
and store food in the same dish. They know 
how easy it is to wash clean, which cuts down 
on dishwashing time. They know how strong 
and durable it is—how it never seems to show 
wear, even after years of hard use. 


@ That's why your customers have made 
PYREX ware the top line in the housewares 
field. And that’s why you'll do well to stock 
the full line of PYREX ware and display it 
where your customers can see it and buy it. 








New PYREX Instant Coffee Maker 
gives you new profit opportunity! 


@ A smart, new PYREX Instant Coffee Maker 


Only PYREX ware gives you 
all these advantages! 


Top consumer acceptance. PYREX ware 
is the acknowledged leader in the field. 


Complete line. There’s a PYREX ware 
dish for every cooking need. 


More mark-up. PYREX ware gives you 
greater than average margin of profit. 


Nearby distributor. You get almost im- 
mediate delivery, which means faster 
turnover with a controlled inventory. 


Negligible mark-downs—and no workroom 
costs. 





will be introduced with four-color pages in leading 
national magazines during October and November 


This means a great, new profit-making opportunity 


for you. To get the information you need to get 


your share of sales. . . 


MAIL THIS COUPON NOW! 


Corning Glass Works, 
Consumer Products Division, 
Corning, New York 


Please send me full information concerning the new PYREX 


Instant Coffee Maker 
Name 
Street Zone 


Town 








CORNING GLASS WORKS, CONSUMER PRODUCTS SrvESton, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER, CORNING. N. Y. 
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Sratharn Screws 
PACKAGED with a PLAN FOR PROFIT! 





Let Southern Screws and Bolts put on a “hardware 
show” right on your own shelves! That's what South- 
ern’s famous “EZ to CZ labels do for hardware and 
building supply dealers all over America every day. 


In addition to complete printed description, Southern’s 
“EZ to C% labels provide quick, positive package 
identification THREE WAYS: 

e By Keyed COLOR 

e By Keyed SILHOUETTE 
scatw co ae: e By Keyed BORDER DESIGN 


ROUND HEAD 
STOVE Strong, colorful, soil- and moisture-resistant boxes 
protect the quality of Southern Screws. Assure your- 
BOLTS self that your customers will come back and buy more 
mace nu sa screws as well as related items—by selling Southern 
Screws. 








Stock the complete Southern line—the fasteners that 


Sk *s@* Pee are packaged with a plan for profit! 
tibt” ~ 


uses ; an scREWw Wood Screws e Stove Bolts ¢ Machine Screws 


TAPPING (A) AGB Tapping Screws @ Roll Thread Carriage Bolts 
PAN Dowel Screws e Hanger Bolts 


HEAD Wood and Type U Drive Screws 


oun 
oe” wet wr% 


SPP eee “ yuk ; *. 
 dldlddddbddddsss) y67 
ot the Write for free Color 


ah ctw Label Chart, Pack- 
MACHINE NATIONAL age Stock Guide, 
Bulk Stock List. Box 
Sen a 
= TEE COLISEUM o 
4 > ) NEW YORK “? 


18 “fume? 




















WAAANANANAANAAANA 


4 
4 
UMMM sssbssisiiiihiiiishl, th 


Warehouses: 


NEW YORK + CHICAGO 
MPANY 
DALLAS - LOS ANGELES ee bes - = CAROLINA 


Sold Through Leading Wholesale Distributors 
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Kasver TO CUT 


After making several test-cuts on four 
well-known brands of single-strength win- 
dow glass, identified only by letters, Mr. 
H. W. Gemmel of Ing ae yy Hardware 
Company, Inglewood, Calif., picked “*B” 
as the easiest to cut 1 O:F was “B”’. 
28 out of 3O dealers who made this now- 
famous “‘blindfold test” picked L*O’F as 


easiest to cut! 


Easver TO SELL 


This L-O-F label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 ad- 
vertising alone! And every time it appears 
it adds to the already strong preference for 
L-O-F glass. This preference means faster, 


easier sales tor you, 


Easier 
oe TO MERCHANDISE 


This 17” x ndow banner | 1 white 


background wit Old | e letters that re- 


mind your customers to buy window glass 
en thev need it rder WG-31 now 
from you! wens’Ford Glass 
istribu listed under ““Glass’ in your 


BEY OW = ad ibbev "Owens tf ord la mmpany, 608 
LIB | Madison Avenu ( d Ono 


LIBBEY-OWENS-FORD = the casy-to-cut WINDOW GLASS 


c 
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Reap a harvest of profits with 


ROSELL Bale ties—Coiled baling wire 


TRAOE MARK 














Dixisteel Coiled Baling 
Wire is now available 
for these automatic 
balers: 


@ John Deere 

@ Oliver 

e New Idea 

@ International Harvester 
@ Minneapolis Moline 

e@ New Holland 





Cattle raising continues to increase in Dixie. This calls 


for more hay and forage. The result is greater demand 


for bale ties and baling wire for automatic balers. 


Be ready when harvest time comes. Have plenty of 
DixisTEEL Bale Ties and Coiled Baling Wire in stock. 


Order now from your hardware wholesaler or jobber. 





ATLANTIC STEEL COMPANY « ATLANTA, GEORGIA 
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Customer “warms up” as Finley 


reveals his 


interest in guns 


“To Sell ‘Em--We Join ‘Em 


POLICY of participation has 
boosted sporting goods sales 
volume 200 percent in the past 
five years and has expanded the 
department from a small wall dis- 
play into an attractive 22 x 100- 
foot area at this aggressive Ken- 
tucky hardware store. 
K. O. Cayce, Sr., president and 
manager of the Cayce- 
Hopkinsville. Ken- 


general 
Yost store, 


Athletic equipment leads the way in sales volume, 
with good displays backing outside advertising 


tucky, has ample reason to believe 
that the best promotion for sport- 
ing goods is participation. He has 
put this theory into practice by 
placing a young, athletic-minded 
man in charge of sporting goods, 
giving him encouragement, guid- 
ance, and support, and’‘as a result 
he has realized this sizable in- 
crease in business 


“It’s an indirect promotion 


a 4 
Ga 
dng td 


method, but it certainly has proved 
effective here,” Cayce commented 

“We feel that where there are 
no sports activities, no sports fans, 
and no sports interest, there will be 
no sporting goods Every- 
thing that we can do to encourage 
interest in local sporting events to- 
day will build up interest, and 
thus build up the need for sporting 
Cayce continued 


sales 


goods, 


Hunting clothes on portable racks are easily ac- 
cessible and serve to attract customer attention 





The department itself has expanded 

from a small wall display into an at- 

tractive 22 x 100-foot area which 

provides ample space for effective 

displays. Cayce, left, above, dis- 

cusses sporting goods promotion 
and display with Finley 


“The recent and rapid strides 
which our state has made in mak- 
ing Kentucky a playground for the 
nation with thousands of tourists 
coming to enjoy the low-cost facili- 
ties of the state-park program and 
the world-famous Kentucky Lake 
has spurred interest in these 
athletic activities, on a local basis,” 
added Marshall Finley, the young 
man in charge of sporting goods 
sales. 

“More and more of the local 
population are taking up boating, 
fishing, golfing, swimming, and 
hunting than ever before,” Finley 
continued, “This new interest car- 
ries over into greater enthusiasm 
for baseball, basketball, and other 
team and school athletic events. 


Local Events 


“By participation in all local 
sporting events, you will know 
your customer, what that customer 
can and will buy, and what service 
he wants for his money. The work 
with the youth groups will build 
business for the future while add- 
ing a lot of daily personal satisfac- 
tion to your job. 

“By participation, youll know 
everybody, and everybody will 
know you. And they remember it 
when they are ready to buy their 
equipment!” Finley emphasized. 

In actual daily practice, the par- 
ticipation policy is put into effect 
by Finley in this manner—he 
works with every local athletic 
team, contacts every local team 
manager in the territory. 

Church groups, local youth 
groups, local factory and business 
athletic teams find Finley on their 
playing fields hour after hour, 
rendering coaching assistance, 
helping to organize various plays, 
giving assistance in every phase of 
the team play. 

As for the youngsters, local little 
leaguers in the area all have a big 
smile, along with a heart full of 
appreciation. for Finley, the man 
from Cayce-Yost, who is teaching 
them the basic fundamentals of the 
baseball game. 

Local schools have come to de- 
pend upon Finley for guidance, 
trust, and constant help—and this 
reputation for dependable help and 
sincere interest has been built and 
established by past performance. 

It is not required that the school 
seeking Finley’s assistance be a 
customer of the store. Service first 
is the basis of this policy. “To 
initiate this participation policy 
solely from a merchandising angle 
will defeat it from the start,” 
Finley stated. 


“You have to give freely of your 
time and your service wherever it 
is needed. The interest and the 
goodwill built up by this participa- 
tion, the actual good it does for the 
people and the youngsters in the 
community is a reward in itself. 
But much of this reward does 
come back in the form of addition- 
al business from these personal 
contacts!”’ he added 

After store hours, Finley is still 
at work making friends, making 
contacts, building interest for 
local athletic events. He serves on 
numerous committees promoting 
the local shooting matches, the 
local school and civic ball teams. 
After hours finds him hunting, 
fishing, and boating with old 
friends, making new friends. 

Local athletic clubs, boating 
clubs, all welcome his arrival. His 
assistance and constant work have 
carried many of these organiza- 
tions through the beginning stages 
of development 

“Every one of the four em- 
ployees in our sporting goods de- 
partment is a part of this partici- 
pation plan,” Finley, manager of 
the department, stated 

“They have the enthusiasm for 
sports needed to help promote 
these activities for the good of the 
local folks’ enjoyment and pleas- 
ure. Added business is secondary 
in their view!” Finley added 


Advertising Program 


A constant advertising program 
is carried on by the store, with a 
fair share of the advertising al- 
lotted to promotion of the sporting 
goods department. Attention is di- 
rected to bringing in more cus- 
tomers, introducing and acquaint- 
ing the local customer with the 
sporting goods merchandise and 
services available 

Two weekly radio broadcasts, 
directed to male audiences—one 
farm newscast, and one general 
newscast—carry the selling mes- 
sage to hundreds of regular and 
potential customers 

Outdoor posters located at stra- 
tegic spots in the territory reach 
the outdoor customers, re-empha- 
sizing the indoor advertising mes- 
sages traveling via radio newscasts 
and the weekly ads in the local 
newspaper. 

One line of sporting goods mer- 
chandise is promoted at a time, 
with a special selling effort con- 
centrated on guns before directing 
customers attention to fishing 
equipment, 

Window and interior displays 

(Continued on page 40) 
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Homemade Fixtures 
solve his display problems 


— OPPENHEIM who owns and 
operates a combination hard- 
ware and lumber business in 
Ysleta, Texas, is an ingenious fel- 
low, indeed. When Oppenheim 
comes face to face with a problem 
that concerns building up the sales 
volume on certain items, or of dis- 
playing more merchandise without 
crowding, he designs a unit to do 
the job. 

“There’s a psychological aspect 
to having a retail store look well 
stocked, without having it looked 
jammed up and crowded,” Oppen- 
heim confided. “And it takes spe- 
cial display units to accomplish 
this. A type of unit that’s not com- 
mercially available, so far as we 
know.” 

Oppenheim’s first display units 


were not a success In 
many respects, he re- 
ported. Although the 
units accomplished 
their purpcse, they 
were impractical 
from many view- 
points. The original 
display units were of 
an odd size. That is 
the peg board was 
about three feet by 
five feet. The board 
had ‘%%-inch holes 
The legs, home-made, 
put the over-all 
height out of propo! 
tion—so high the cus- 
tomers could not see 
ove! and beyond 
them 








Sales volume on several lines 
in this store increased sub- 
stantially when specially de- 
signed displays were set up 
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Oppenheim, left, chats with 
customer who has selected an 
item in household herdware 
from the special display unit. 
The tricycle unit below was 
designed by salesman who is 
removing tricycle which the 
lady has decided to buy 


By C. Thomas 





Cae 


Four-by-six-foot units are used to display large size games for kids the 
year-'round, Lady gets helpful suggestions from salesman 


Currently, the new units are two 
feet by four feet, thus giving four 
units from a four by eight sheet, 
without any waste. Too, these new 
units are cut from peg board with 
quarter-inch holes. It was dis- 
covered that the %-inch holes were 
unsatisfactory. These small holes 
tore out where the %-inch hard- 
ware was inserted and the heavy 
weight placed on them. The quar- 
ter-inch holed boards will support 
the weight. In addition, legs from 
the do-it-yourself department are 
used and are more trim looking 
and provide a sturdier unit than 
did the home-made ones. 

“These units,’ Oppenheim said, 
“are used singly, or they are 
pushed side by side depending up- 
on the available space and the type 
merchandise we want to feature.” 


Sales Increase 


It was reported that these units 
have increased the sale of certain 
items as much as 200 percent. And 
they invite self service, which is an 
advantage when the store’s staff is 
tied up with other customers. 

“Usually,” Oppenheim said, “we 
feature only top line merchandise 
on these units. For example, we 
are currently featuring high brack- 
et household hardware on one of 
the units. These small items are 
all rust-proofed and are carded 
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Thus the customers sell them- 
selves, say, a 59 cent pair of hinges 
when otherwise they would pick 
up a 15 cent pair off a counter top. 
This way, the customers sell them- 
selves up to a better class of mer- 
chandise. And this holds true with 
all other items.” 

As the Christmas season ap- 
proached, Oppenheim needed ex- 
tra display units. So he built them 
—again employing the peg board 
as the basic factor. Because the fix- 
tures were designed for a specific 
purpose, they are of a different size 
and makeup. These units measure 
four by six feet. Thus four-foot 
standards which hold the brackets 
supporting the shelves do not have 
to be altered in order to fit. Gen- 
erally, they follow the same con- 
struction as the smaller display 
units—set off with a frame built 
from one by two’s. Incidentally, 
the peg board is painted a bright 
yellow, and the frames an apple 
green. These are repainted accord- 
ing to the seasons and to tie in 
with the store’s general decor. 

Tricycle Display 

For a long time, tricycles have 
posed a display problem in the 
sporting goods department. Hence 
one of Eddie’s employees built him- 
self a special and novel looking 
display unit from the firm’s 


plumbing department—and along 
with its original intent, the unit 
sells plumbing fixtures, pipes and 
fittings. 

The tricycle display unit is built 
from the following: 

Eight 3/4” 45 degree elbows; 

Nine 3/4” T’s; 

Three 3/4” crosses; 

Three 3/4” x 20” nipples; 

Eight 3/4” x 12” nipples; 

Four 3/4” x 6” nipples; and 

Four 3/4” x 44%” nipples. 

This unit, according to Oppen- 
heim, not only displays seven tri- 
cycles in a minimum of floor space, 
but is easily moved and is easy to 
clean. It also keeps the kids off 
the tricycles and prevents damage 
which causes them to look like 
used merchandise. 


+ 


"To Sell 'Em— 
We Join ‘Em" 


(Continued from page 38) 


also serve as important methods of 
merchandising sporting goods 
equipment. Open displays invite 
browsing while salesmen are on 
hand to complete the sales and 
suggest additional items to the 
customer. 

Athletic equipment leads the 
list from the standpoint of sales 
volume. Fishing equipment runs 
second, with guns following as a 
close third. 

Sporting goods merchandise is 
separated for display by various 
sections, with each section well- 
lighted by fluorescent lighting fix- 
tures. 

The green walls offset by the 
modern open display fixtures, with 
peg board and pine panel display 
sections, make an attractive and 
modern shopping area for the 
local sportsman. Air conditioning 
encourages big summer traffic for 
fishing, boating, golfing, and base- 
ball equipment. 

All of these factors contribute to 
the department’s growth and suc- 
cess. And it has grown from a very 
small wall display section in the 
store, to the present 22 x 100-foot 
floor space. 

Participation is the promotion 
that is paying dividends daily. 
Though it requires personal em- 
ployee interest and enthusiasm 
plus many hours of work after 
store hours, it is building knowl- 
edge of the customer, the custom- 
er’s needs and wants. The cus- 
tomer in turn knows—and shops— 
at Cayce-Yost. 
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By Wendell Givens 


The lady at the left, interested in buying a gift, views 
the sets which ore placed along with other gift items 
at left of aisle just inside the front door. Sidewalk 
displays, below, are a yeor-‘round traffic stopper. 
Couple pauses here before coming inside 


Fireplace 


Fixtures -- 


° ARDWARE merchants on the 

from a skeptical tryout lookout for profits off the 
beaten track might benefit from 

e e e the experience of Watters Paint 

to a profit-making line on Birmingham, Ala 

Three years ago a salesman ap- 
proached Owner Sidney Watters 
about putting in a few andirons 
and fireside sets. Watters was 
highly dubious but agreed to take 
three sets on condition that if they 
weren't sold by Christmas, the 
salesman would pick them up 

That was in September. There 
wasnt even a nibble until after 
the first of December. “Then, 
Watters related, “the first set sold 

and all of a sudden we were out 
and ordering more by air freight 
and air express. They slowed down 
after Christmas, of course, but 
they kept selling. And that sold u 
on andirons.” 

Today Watters Hardware doe 
approximately $5,000 annually in 
andiron sales and related mer- 
chandise, with better than 40 per- 
cent markup 

(Continued on page 56) 
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Here Are Cost-Cutting Ideas 


Part-time employees augment the regular sales force at rush periods. 
Here a part-timer capably assists customers in the paint department 


poe to Webster’s diction- 
ary, overhead is “those gen- 
eral charges, collectively, in any 
business which cannot be charged 
to any particular part of the work 
or project, as rent, light, taxes, in- 
surance, heating, accounting and 
other office expenses and deprecia- 
tion.” Ed Jewell, however, has a 
different definition. “It’s a thing,” 
he says, “which tends these days to 
grow faster than sales and unless 
it's cut down it will make profits 
vanish.” 

On this subject, it’s probable 
that Mr. Jewell is a better author- 
ity than Mr. Webster. He is the 
owner of Pelican Hardware in 
New Orleans, Louisiana. There, he 
has worked out a number of spe- 
cific ways to control overhead and 
other store operational costs and, 
in places, cut them. His ideas in 
clude the following: 

(1) Pare the payroll. 

Like many stores, Pelican Hard- 
ware needs more employees at 
certain seasons and even at certain 
days of the week and times of the 
day than it requires at other times 
“If you hire enough salesmen for 
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the rush hours, then in the slow 
periods the payroll drags heavily 
against sales. On the other hand 
if you hire just enough help for 
slow hours and days, when there 


ie 


By David Markstein 


are many customers you lose sales 
and goodwill because customers 
walk out when they find an in- 
adequate force which can’t serve 
them,” Jewell states. “We have a 
solution which avoids a big pay- 
roll cost, yet gives us fully ade- 
quate manning of the floor when 
we need it. 

“The idea involves use of part- 
time employees. If you look in the 
right places, you can find some re- 
markably capable people who 
want to work at odd hours and one 
of the best things is that the hours 
at which they can work often tie 
right in with store needs. Where? 
We have two sources. The store 
uses four part-timers ". wo of them 
are students whose after-school 
hours and weekend freedom from 
studies fits right in with our needs. 

“The other two are older men, 
both retired and each seeking 
something to keep him occupied 
without having to again take on 
the regularity of normal work. One 
of these men is a skilled wood- 
worker. That helps in selling to the 
do-it-yourself market as he opens 


To offset the cost of a delivery, the salesman above takes along a fuel 
for outdoor cocking. A quick home demonstration may mean a sale 
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That Worked 








Pare selling expense 
Make deliveries pay 
Reduce complaints 
Cut credit risks 
Part-time bookkeeping 








up sales opportunities in power 
tools for us. We don’t have to pay 
out heavy salaries for these help- 
ers, either. They’re reimbursed in 
‘extra’ ways besides salary—one 
enjoys the free use of rental equip- 
ment, all receive discounts given 
to regular employees on purchases 
they make here.” 

(2) Make one cost do double- 
duty. 

Jewell looked long at his store’s 
delivery costs. Cut them by re- 
stricting delivery to a given area 
or a given dollar sale minimum? 
Both possibilities were discarded 
because, he says, either would 
have tended to shrink sales vol- 
ume to a greater degree than it 
would cost—and to alienate cus- 
tomers who might be buying a 
small amount one time, a big one 
another. 

“But we could make that de- 
livery cost do double duty,” he de- 
cided. “So on delivery trips, we 
give demonstrations, too. We al- 
ways ask about the customer’s 
needs when he phones; then it’s 
possible to put on a fast demon- 
stration of something in which he 
has a genuine interest. The gaso- 
line expense goes on anyway. So 
does truck depreciation. But in 
garnering extra sales through this 
idea—and we do—we have built 
up volume so that delivery be- 
comes a smaller cost when con- 
sidered, not as an absolute dollar 
figure, but as a percentage of 
volume.” 

(3) Reduce complaints and ad- 
justments. 

When a customer brings back a 
purchase for exchange or refund, 

(Continued on page 57) 


Later complaints are 
avoided as the sales- 
man, top right, takes 
care to sell the cor- 
rect tool to custom- 
er in the first place 


> 


Credit losses are 
kept at a minimum 
@s bookkeeper, at 
right, carefully 
checks references of 
credit applicants 


A part-time bookkeeper frees Ed Jewell, right, to spend more time in 
building good customer relations. He and customer discuss lawn mower 
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Tubular Handl THe aa Or 
>. 13 OZ. and 16 OZ. 
ubular Handles \:\ °*::: 


surpass all “Tubulars” in every test 20 OZ. $4.50 
Packed 4 per 


ia Shelf Box 
P 8 
STRONGEST WHERE 
/ STRAIN IS GREATEST 
/ y 


AIRFRAME TUBE 
FUSED ON HEAD 





<— SOLID HEAD —> 








CAN'T DENT AND 
LOSE ITS HANG 


Solid Head Fused into Tube for 
Double Strength Where Strain is Greatest 


CUSHION GRIP permanently bonded to handle by a 
Secret process . . . can't stretch or loosen 


TWICE THE WEARING STRENGTH of any other soft grips 


GRIP NOT AFFECTED BY SWEAT, GASOLINE, OR OIL 
in all normal use 


ENTIRE TOOL, including unsurpassed temper and balance, 
guaranteed not to break or loosen; backed by 30 years 
experience by the Originators of Unbreakable hammers 
and hatchets. 


ONLY ESTWING GIVES YOUR CUSTOMERS A 
CHOICE OF EITHER “ONE-PIECE” HAMMERS OR 
“CORRECTLY CONSTRUCTED” TUBULAR HAMMERS 


order from your jobber today 
ESTWING MFG. CO., ROCKFORD,ILL. 
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Manager W. H. Harris demon- 
strates a range in action to in- 
terested customer. Below, he 
leaves her with Service Manager 
Thorne who enumerates the ad- 
vantages of a certain refrig- 
erator. A set of stainless steel 
tableware is shown to the lady 
by Harris. This set is given to 
customers who serve as hostess 
at a “range” party given by the 
store for demonstration purposes 


By S. W. Ellis 


Big Appliance Sales 


in Small-Town Store 


farming territory. There is plenty he has turned electrical appliance 
of competition, not only in the city into his most profitable major line 
but in other prosperous towns Harris has no room f 
located nearby. But, with one out display of appliances, and he does 
side salesman, far-reaching demon- not attempt elaborate display o1 


strations, and repair service that major store demonstrations. Hav 
| ‘ 
LU o1 


tancy 


is rare even in much larger cities, ing devoted the first 


oo A small, permanent depart- 
ment at the front of the store, 
the St. Francis Valley Hardware 
Co., Marked Tree, Arkansas, aver- 
ages approximately $50,000 every 
year from the sale of electrical ap- 
pliances. This has been going on 
for several years, and Manager W. 
H. Harris sees no saturation point 
in this town of around 3,000 popu- 
lation. 

The well-managed general hard- 
ware store is on a typical business 
square in a small town of a rich 
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Service Manager E. N. Thorne shows customers the sealed-unit repair 
station that enables him to give factory service there in the store 


of the front and one window to 
showing appliances, he reserves 
the rest of the store for the items 
expected of a modern hardware 
dealer. 

Customers dropping in see one 
refrigerator in action, several 
ranges, one freezer stocked with 
foods, and an automatic washer, 
dryer, and dishwasher ready for 
simple demonstration. é 

If the prospect starts asking in- 
telligent questions about an ap- 
pliance, Harris usually calls on 
Service Manager E. N. Thorne to 
discuss the outstanding repai 
service that the store offers. 

Thorne is a quiet young man 
usually wearing his work clothes 
To build up customer confidence. 
during the conversation, he lets the 
prospect know that he has just re- 
turned from his annual two weeks 
at service school, or from a dis- 
tributor’s meeting in a large town 
where he has been checking up on 
what is newest and best in appli- 
ances. 

Then, if the customer is inter- 
ested in a refrigerator, Thorne 
usually invites her to his repail 
shop at the rear of the store where 
he shows her an unusual device— 
the new sealed-unit repair station 
The store was one of the first to 
receive this sealed-unit testing 
equipment, which was set up in the 
store by the factory, in order that 
the repair shop could give real fac- 
tory service, 
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Although this excellent service 
enables many customers to con- 
tinue using their old refrigerators 
instead of trading them in, Man- 
ager Harris feels that it is an im- 
portant addition to his aggressive 
sales program. Sales of new re- 
frigerators have increased sharply 
since the testing equipment was in- 
stalled, and its value publicized 
through newspaper and other ad- 
vertising. 

Service Manager Thorne is a 
good salesman as well as one of the 


most skilled appliance repairmen 
in the state. When not busy in the 
shop or on a call, he helps about 
the store and contacts his pros- 
pects, especially in rural sections 

When a delivery is made, he 
goes with the driver and sets the 
appliance up. Then he instructs the 
customer in its use, and makes re- 
peated call-backs when necessary. 

Thorne often helps Manager 
Harris in the home demonstrations 
of ranges, which result in a high 
ratio of sales per demonstration 
The demonstration plan is not new 
but it is very successful. Harris 
range customers 
who recently 


uses his old 
especially women 
have bought a new model. The cus- 
tomer invites her friends to dinner 
or to a range party, and the store 
furnishes the food that she cooks 
and serves. Steaks, roasts, vege- 
tables, and baked 
usually the dishes prepared 
During the evening, unless a 
home economist furnished by the 


desserts are 


power company is present, Man- 
ager Harris or Service Manager 
Thorne drops in on the party. 
Customers are eager to co- 
operate with parties in their homes 
for two reasons: They enjoy enter- 
taining at no cost, and they are 
eager for the gift they receive 
from the store—a set of stainless 
steel tableware. These gifts are 
displayed at the store, in a special 
cabinet, together with other pre- 
miums given to customers who 
help with sales. When a customer 
shows interest in a range, she is 
shown the cutlery, and told how 
(Continued on page 59) 


Only minimum display space is available for major appliances, but the 
company still manages to maintain an annual volume of $50,000 on line 


SOUTHERN HARDWARE for AUGUST, 1956 





Ten shelves, floor to 
ceiling, display the 
large paint inventory 
and catch the cus- 
tomer's eye 


By Theron Garvin 


A 30 percent increase in 


sales in this firm's paint 


department is the direct re- 
sult of determined sales effort 


Paint Sales to Every Customer 


A SHORT TIME ago the paint de- 


partment was considered just 
another department in the Holley 
Hardware store at Aiken, South 
Carolina. A drive to sell every cus- 
tomer who enters the store a can 
of paint, no matter what size, has 
changed all this. 
“In my 20 years experience in 
the hardware business I have 


never been more surprised at any 
one department in the store as I 
have been in the sharp increase in 
the paint department,” Selma 
Holley, co-owner, explained. “Our 
sales plan has been simple and 
without any expense. We merely 
ask customers if they can use a 
can of paint 

“We do a large volume of busi 


One of the company salesmen shows a customer a paint sample. The store 
will mix any amount, no matter how small, at the customer's request 
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ness in giftwares and there is al 
ways a steady stream of women 
who drop in to browse around 
Members of our sales staff try to 
say a few words to every customer 
or prospective customer. Often the 
customer will remark about the 
wonderful colors of the items on 
display and this gives the salesman 
an opportunity to ask if he has any 
chairs, lawn furniture, etc., that 
may need a new or different coat 
of paint. It really surprised us 
when we found that about one out 
of every four would like a can of 
paint for just that kind of paint- 
ing.” 

As an extra feature in its paint 
sales plan, the store will gladly 
mix two 25 cent cans of paint for 
a customer if he desires it. This 
service is performed as a good will 
builder and no charge is added to 
the price of the two cans of paint 

“Our staff really goes all out 
when it is selling a customer that 
extra can of paint,” Holley stated 
“We try to be very careful not to 
rush him in making a color selec- 
tion. Also, we offer some advice on 
preparing the different types of 
surfaces for paint to make sure the 
customer's finished job will be one 
he’s proud to show his friends 
Often, upon his recommendation 

(Continued on page 61) 





Lit Sharpy 


Here’s the biggest Li'l Sharpy dealer-consumer pro- 
motion in our history . . . with 3 consumer-tested 
volume sellers that are needed in every home. 


Shp ann 


Employs the one true method of correctly sharp- 
ening all knives. Sturdy, comfortable handle, red 
— — —— — cacy ow in six-in MODEL 33 Designed especiolly 
self-selling display. e favorite in millions of homes. fer American fuhermen, the fes?- 
J ’ selling ZEBCO Spinning Reel is 
= . { , truly revolutionary. No longer does 
F , X your customer need an “educated” 
Li ¢ Sharpy yr. finger to control the cast. 
WE Shanp Instead, he merely depresses 
a : the simple thumb control, then re- 
KNIFE SHARPENER . . leases it as the rod tip moves 
This is Li'l Sharpy Wall ee. pee. eee 
Model version, for the most perfectly honed ae with 150 yards @ Cares 80 use! & On Ms wey & 
of 6-Ib. test the easiest cast he ever made. 


edges every time. Two-color unit in self-service pack that mounts ‘ et ot . 
on pegboard, stands in bin, SELLS EVERYWHERE. line instalied.* A turn of the crank picks up the 
line to start a liquid-smooth re- 


trieve. Big one on the hook? A 
turn on the handy drag button 


5 Pas ae ee 


Caught with a ZEBCO! 


A Ho A. Norris, Jr., of Bay City, » a 
‘0 Si Texas, recently seta new world ‘tightens the line to slow the fish 
record with this 70-lb. cobio, nd ke him fightin ll the woy! 
4 caught on a 10-Ib. test line with o = ; ma > ——e. “ ~ 
Model 11 ZEBCO Casting Reel off emind your customer that the 


the mouth of the Colorado River Model 33 fits straight-handle 


HOME SANDER K iT 5 me Sar eee spinning rods or the more comfort- 


able handle of the off-set type. 


3 properly balanced tools for ~ 
corner, contour and flat sand- ° To send your reel sales 
ing. Permanently-treated, J climbing, display and demon- 
pressure-sensitized rubber cushion \ strate the reel which takes the 
ee 
4’ £ 


makes any sandpaper “float,” cut many headaches out of spinning! 
times faster, last much longer. Paper changes in- 
stantly. National award-winning counter display package. 
newt ZEBCO Casting Reel 
iw MODEL 11 The improved version of 
the original standard ZEBCO, the 
ws reel which made backlash a thing 
_. of the past. 
@ Stainless steel covers 


$12.50 @ 
with 05 yds. @ Interchangeable spool 


of 10-Ib. test @ Handy ZEBCO thumb contro! 
monofilament @ Improved spinner head for 
line in-. > lighter lures 
Get 13 for the price of 12! On the entire Li'l waned, 

é Sharpy line . . . Home Sander Kits, Deluxe and ZEBCO Casting Reel 
Jr. Knife Sharpeners . . . for every 12 units you order from 
your jobber, at regular discount, you'll get a 13th unit abso- MODEL 22 A performance-proved 
lutely free of extra cost. Order a gross, get 13 dozen .. . order 
12 carloads, get 13 carloads. 


favorite which in just two years 
$17.50 ee) has become one of America's most 
HURRY! HURRY! This Baker’s Dozen offer will apply to th 108 ai ve popular casting reels! 
every order you place with your jobber between now and Sep- of 8-Ib. test @ Improved adjustable drag 
tember 15, at which time it must be withdrawn. ORDER NOW! conan ‘ @ Liquid-smooth retrieve 
=e oe @ Stainless steel covers 


’ wetted.© @ Handy ZEBCO thumb contro! 
Lil MEANS FUTURE BUSINESS 
— ee *Extra spool without line $.75, with 4, 6, 8, or i 


wm 
10-Ib. test filament line installed $2.00 Mane 


Aa 

National magazines, TV and newspapers will be telling your a, 

customers about Li'l Sharpy products. Take advantage of this Demonstrate a ZEBCO, and you've made a sole! Oi 
WATCH FOR ZEBCO ADVERTISING IN ALL I 


promotion NOW .. . with your displays and advertising. Mats, 1 
glossies, fliers, TV films available upon request. —— ee Sees cee Heat ® 


MILWAUKEE FILE CO. 1577 W. Pierce St. Milwaukee 4, Wis. Vonufoctured by ZEBCO COMPANY | Feld: Stream 


Four Generations of File Engineering ween, Cipaneme SronTs Am PsanI Asm 
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GOLD STRAND 


INSECT WIRE SCREENING 


The best way to find out why Gold Strand is the world’s 
largest selling insect wire screening is to compare it with 
other screenings. 


QUALITY You'll find that Gold Strand Screening 
has a neat, uniform mesh throughout. No holes filled in by 
plating. No snaky wires. Always an attractive, even surface. 
What's more, Gold Strand rolls out flat and stays flat. That's 
because Gold Strand is woven to the industry’s most rigid 
specifications. 


SELVAGES Gold Strand is available with special 
ten-wire selvage or, for even greater strength, a special 
twelve-wire selvage (five flat and seven round wires). Both of 
these strong, dependable selvages provide a good body for 
tacking and will not pull away from the molding . . . and Gold 


Strand will not distort or pucker even when it's peeved into” 


the molding. Gold Strand is woven to the industry's most rigid 

















\GALVANOID| 


SPECIAL SELVAGE me New York 
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THE COLORADO FUEL AND IRON Dp pyr ay 
Denver « El Paso « Ft. Worth 


Casper - 
Phoenix - Portland + Pueblo - Salt Lake City « San Francisco - 
WICKWIRE SPENCER STEEL DIVISION—Atianta - Boston - Buffalo - Chicago + Detroit - New Orleans 


OTHER CF &I-WICKWIRE HARDWARE PRODUCTS—Clinton General 
Guy Wire - Wissco Flexible Wire 
Wire - Quick Hitch Gate Springs 


with the other 
screenings 
on the 


market 


DURABILITY All Gold Strand Screenings pro- 
vide superior wear and weather resistance for longer life. 
For instance, the galvanizing on Gold Strand Galvanoid 
Screening is far heavier than industry standards. Gold Strand 
is woven fo the industry's most rigid specifications. 


There are many other advantages you and your customers 
will gain if you stock Gold Strand Screenings. Your customers, 
for example, get the screening they want because Gold 
Strand comes in Galvanoid, Aluminum and Bronze (both 
bright and antique finishes) and in a wide variety of widths. 
And you don't have to carry large inventories of Gold Strand 
Screening —it's always quickly available from these 18 CF&I 
warehouses which are conveniently located all over America: 


ATLANTA + BUFFALO + CHICAGO + CLINTON, MASS. + DENVER 

HOUSTON + LOS ANGELES + MT. WOLF, PA. « NEW ORLEANS - NEW 

YORK + OAKLAND + PHILADELPHIA + PHOENIX + PORTLAND, ORE. 
PUEBLO, COLO. + SALT LAKE CITY + SEATTLE + WICHITA 


GOLD STRAND 


INSECT WIRE SCREENING 
THE COLORADO FUEL AND IRON CORPORATION 


+ Amearitio + Billings + Boise + Butte 
+ Houston - Lincoln (Neb.) - Los Angeles: Oskland - + Oklahoma City 
Seattle ine + Wichita 


by my Ae ye ae Wissco TV 
Clothes Line - Hex Mesh Netting - Mechanic’s 
Perfection 


Clinton Hardware Cloth - 
Door Springs 





Personal, farm-to-farm visits have 
helped this hardware dealer sell more 


eee FARM calls to promote 
the advantages of having water 
on tap in the household and in the 
barn sold 40 water systems for 
Dawson’s Hardware in Berkeley 
Springs, West Virginia, last year, 
according to Ward Dawson, Jr., co- 
partner. 

“We invite the prospect to view 
water systems recently installed 
in homes in the area and to talk 
to the owners regarding the bene- 
fits and conveniences of water 
systems. We believe this is the 
most effective sales promotion a 
dealer can have,’ Dawson stated. 

“Personal contact through farm- 
to-farm selling brings results. I 
can cite any number of cases, but 
to take a recent one where we in- 
stalled a water system, we sold 
three more within a _ half-mile 
radius within a few weeks—thanks 
to satisfied customers who ‘talked 
up’ water pumps for us,” said 
Dawson who supervises water sys- 
tem installations and repairs. 

“The benefits to a dealer han- 
dling water systems are enormous. 
He starts out with a $300 sale. 
From this, he interests the custom- 
er in a new kitchen sink, or a new 
washing machine or refrigerator, 
bathroom equipment, etc., and he 
ends up with a $1,500 order.” 
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Water 
Systems 


By Beatrice Miller 


A permanent floor display of water systems is set up at Dawson's Hard- 

ware. Ward Dawson, Jr., right, and customer discuss the various features 

here. A range sale has followed the sale of a water system and he and the 
new owner, top, prepare for delivery and installation 


Prompt service in the event of 
a breakdown is of prime im- 
portance, and for such emergencies 
well-trained and experienced me- 
chanics are essential, Dawson em- 
phasized. The four farm equip- 
ment mechanics in the shop have 
been schooled by the supplier and 
have gained years of experience 
through handling a variety of in- 
stallations and repairs. 

“T cannot stress strongly enough 
how important it is to a customer 
to get a mechanic over as quickly 


as possible when something has 
happened to interrupt water sup- 
ply to a dairy barn or poultry 
house or at the kitchen tap or bath- 
room,’ Dawson stated. He added 
that through arrangements with 
the supplier, a mechanic was avail- 
able within three hours in un- 
usually complex repair situations 
“This is one feature that we stress 
in the sale of a water system—our 
responsibility in giving prompt 
emergency service.” 
(Continued on page 62) 
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Available tree to readers. Circle the numbers of 


items wanted on the return post card, page 68 


Hardware Chain. A well illustrat- 
ed and informative folder, describing 
the complete line of ACCO chains for 
a multitude of domestic and industrial 
requirements is available. The 16- 
page folder, DH-176-A_ contains data 
on construction features, applications, 
packaging, weights and other genera! 
information, American Chain Divis- 
ion, American Chain & Cable Co., 
Inc., York, Pa. 

Circle No. 156 on coupon, pg. 68 


Padlocks. Padlocks to meet every 
need are described in a new 20-page 
catalog which features actual size 
illustrations of the company’s entire 
line. Included for the first time is a 
section on special long shackle pad- 
locks. Also described are two newly 
designed super security padlocks 
which have an extra short shackle 
clearance of only 14-inch. Other sec- 
tions of Catalog #56 describe 
Master’s Special Service Department, 
as well as Master’s padlock and bike- 
lock display boards. Master Lock Co.., 
Milwaukee 45, Wis 

Circle No. 157 on coupon, pg. 68 


Fishing Hints. A 4-booklet series 
containing fishing tips and tackle 
recommendations is now available 
to dealers for over-the-counter mer- 
chandising. The booklets are 2-color, 
have from 16 to 24 pages, and may be 
carried in a coat pocket or kept in a 
tackle box. They contain many illus- 
trations and diagrams for quick 
mastery of proper techniques, Shake- 
speare Co., Kalamazoo, Mich. 

Circle No. 158 on coupon, pg. 68 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a new catalog. The 
catalog contains much information on 
display assembly and modern store 
engineering. Reeve Co., 9249 East 
Bermudez St., Rivera, Calif. 

Circle No. 159 on coupon, pg. 68 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 


oil and gasoline containers is avail 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va 
Circle No. 160 on coupon, pg. 68 


Pyrex Ware. The 1956 Pyrex Deal 
er Catalog, listing new prices which 
were effective April 2, 1956, for 
Pyrex consumer ware is availabk 
The bulletin, CF-71, covers retail 
prices on Pyrex brand flameware, 
ovenware, bakingware, dinnerware, 
nursing units, measures and tum 
blers. Consumer Products Division, 
Corning Glass Works, Corning, N. Y 

Circle No. 161 on coupon, pg. 68 


Insect Wire Screening. A revised 
edition of the brochure “Selling In- 
sect Wire Screening at Retail” is 
available. The growth and importance 
of aluminum insect wire screening, 
which was not a commercially stand 
ard item when the earlier edition 
were printed, is emphasized in thk 
revised text. Insect Wire Screening 
Bureau, 75 West St.. New York 6 
N. Y 

Circle No. 162 on coupon, pg. 68 


Industrial Fasteners. A new 44 
page condensed catalog covering the 
company’s line of bolts, nuts, rivet 
screws and other industrial fastene: 
is available. The catalog is 5% x 9 
inches and contains illustrations 
S$1Zes, packaging information ana 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill 
daie, Conn 

Circle No. 163 on coupon, pg. 68 


Cordage Projects. To stimulat 
sales of clothesline and sash cord, un 
usual uses for cordage are described 
in pamphlets devoted to variou 
Leisure Time Projects. Current titles 
available ars Stair Rail Lacing,’ 
“Spring Cleaning,” “Playtime Equip 
ment,” ‘“Fences-Trellises,” “Work 
shop Wisdom,” “Children’s Games, 
and “Camping Companion.” The kit 
consists of a yellow and black-greer 
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“take one” display with three pocket 
for the leaflets. It is equipped with 
easel back and with punched hol 
for counter or hang-up display. Th 
kit includes other merchandising aid 
The entire cost of the project is borne 
by the company. Puritan Cordag: 
Mills, Inc., 1205 East Washington St., 
Louisville, Ky 

Circle No. 164 on coupon, pg. 68 


Door Hardware. A booklet illustrat 
ing door hardware items contain 
compact technical information and 
tomers “most 
asked” questions. The 12-page book 
let, #A-91 Lumberman’s Catalog 
in color. Richards-Wilcox Manufa 
turing Co., Aurora, II! 

Circle No. 165 on coupon, pg. 68 


provides answers to cu 


Clamps. Much text material on 
ection care and usé of Jorgenser 
and Pony Clamps in 


regular catalog material appear 


addition tft 
32-page catalog. The catalog i: 
color and covers “‘¢ clamps 
fixtures, bar clamp han 
pre screw etc. Condensed ci 
and pages for house and 
» available 
437 No. Ashlar 
Chicago 22, Il 

Circle No. 166 on coupon, pg. 68 


iS¢ are AiS¢ 


Clamp Co., 


Home Locks. New color-accent 
locks are introduced in a full-color 
12-page Lock Fashions 
The brochure show the open-bac} 
Continental and Manhattan desigr 
and illustrates possible background 


paint colors, fabrics and wallpaper 


brochure 


Locks for every purpose throughout 
the home ars hown and propel 
tion ana |} 
along with helpful hints o 
styling and finishes. Schlag 
Co., 2201 Bayshore Blvd., Sai 
cisco, Calif 


Circle No. 167 on coupon, pg. 68 


acement are fully coy 


Sprayers and Dusters. Availabl 
juest is a catalog covering 
company complete line of hand 
inuous, compressed air knapsa 


Continued o7 page 








bucket, wheelbarrow and barrel 
sprayers. The catalog also covers 
hand and crank powder insecticide 
dusters. A circular on the Indian Fire 
Pump, a portable, back-pack type 
fire extinguisher, is offered also. D. 
B. Smith & Co., 428 Main St., Utica, 
N. Y. 
Circle No. 168 on coupon, pg. 68 


Tapes and Tape Rules. Colorful cat- 
alog pages cover the company’s com- 
plete line of hardware items which 
includes all types of steel measuring 
tapes and tape rules from 3- to 100- 
feet, and augmented by woven tapes, 
plumb bobs and hand levels. The 
pages are illustrated and give out- 
standing features of each item, plus 
packaging information, weight, 
prices, etc. Keuffel & Esser Co., 
Adams and Third Sts., Hoboken, N. J. 

Circle No. 169 on coupon, pg. 68 


Home Insulation. An _ illustrated 
pamphlet showing the step-by-step 
installation of reflective faced L.O.F. 
Glass Fibers Home Insulation in ceil- 
ings and walls, together with simple 
instructions, has been released by the 
company. It contains information on 
how the insulation should provide 
protection at little cost and where to 
use it for a cooler house in summer 
and a warmer house in winter. L.O.F 
Glass Fibers Co., Toledo 1, Ohio. 

Circle No. 170 on coupon, pg. 68 


Chains. A catalog sheet, in color, 
which describes the advantages of the 
new “Measure-Mark” chain, is avail- 
able. The chain is marked every five 
feet for exact measurement and is 
color-coded for instant identification 
of chain grade. The catalog sheet il- 
lustrates the different type chains 
and spotlights the color marking. De- 
tailed information and specification 
charts are given also. Campbell Chain 
Co., York, Pa. 

Circle No. 171 on coupon, pg. 68 


Aluminum Reflective Insulation. A 
4-page, 8% x 11-inch, 3-colored bro- 
chure has been issued to describe the 
advantages of Reynolds Aluminum 
Reflective Insulation — paper cov- 
ered with aluminum foil on one side 
(Type B) or both sides (Type C). Ap- 
plication instructions are included in 
the brochure plus facts concerning 
the economy of the product and 
where it can be used best. Request 
Form BP 315 F. Reynolds Metals Co., 
2500 So. Third St., Louisville, Ky. 

Circle No. 172 on coupon, pg. 68 


Fishing Lines. “Lines with a Pur- 
pose” is the title of the 1956 Sunset 
catalog. Specialized lines are featured 
in sections devoted to the type of 
fishing for which the lines were de- 
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(Continued from page 51) 


signed. New additions in this year’s 
catalog are the company’s marked 
lines for indicating trolling depth and 
casting distances, and its new Stream 
King and Floater shooting heads. 
Sunset Line & Twine Co., Florence, 
Ala. 
Circle No. 173 on coupon, pg. 68 


Mower Service. “Here’s How To 
Make Business In Your Clinton Serv- 
ice-Center BOOM!” is a 24-page 
booklet that explains and illustrates 
24 successful steps that lead to in- 
creased sales. The booklet puts the 
store owner in the shoes of his cus- 
tomer during a 30-minute step by 
step tour of the business. Customer 
relations, special demonstrations, 
open houses and other promotion 
plans are discussed and illustrated. 
Also included are examples of classi- 
fied ads, suggestions on giveaway 
literature and direct mail pieces, and 
examples of window displays and 
product booth displays at local fairs. 
Clinton Machine Co., Maquoketa, 
Iowa and Clinton, Mich. 

Circle No. 174 on coupon, pg. 68 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1955-56” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 603 Madison 
Ave., Toledo 3, Ohio. 

Circle No. 175 on coupon, pg. 68 


Deming Sales Aids. A new 8-page, 
4-color bulletin illustrates the com- 
plete line of sales aids and materials 
available to Deming pump dealers 
and distributors. The bulletin shows 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; booklets; blot- 
ters; window cards and streamers; 
satin banners; clocks; tacker, bracket 
and road signs; identification labels; 
decalcomanias and displays. The 
company furnishes all mailing pieces 
free and pays postage on the first 200 
used by a dealer. Most other ma- 
terials are also free. Remaining pieces 
are furnished at cost. The Deming 
Co., Salem, Ohio. 

Circle No. 176 on coupon, pg. 68 


Hand Tools. Described as a guide, 
ready reference and sales builder, the 
1956 Vaco Catalog contains 40 multi- 
colored pages, is 8% x 11 inches, 
Kalamazoo punched for convenient 
binding into any holder, and has an 
8-color cover of heavy coated stock 
to withstand continuous usage. Illus- 
trations and diagrams supplement the 
practical information given on screw- 
drivers, nut drivers, pliers, wood chis- 
els, etc. An entire 6-page section is 
devoted to the Vari-board merchan- 


dising displays. Vaco Products Co., 
217 E. Ontario St., Chicago 11, Il. 
Circle No. 177 on coupon, pg. 68 


Toys and Croquet Sets. Doll car- 
riages, strollers, juvenile furniture, 
and croquet sets are illustrated and 
described in “South Bend Toys,” a 
16-page catalog. “Announcing 1956 
Croquet” is a new illustrated bro- 
chure which describes the special 
features of 13 models of Croquet Sets. 
South Bend Toy Manufacturing Co., 
South Bend, Ind. 

Circle No. 178 on coupon, pg. 68 


Garden Chemicals. “How to Make 
More Profits on Garden Chemicals” is 
the theme of a new 16-page sales bro- 
chure. It contains suggestions for in- 
creasing sales of spray materials and 
describes and illustrates the im- 
portant features of Hayes garden 
hose sprayers. Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena 8, 
Calif. 

Circle No. 179 on coupon, pg. 68 


Sporting Goods. The 1956 D & M 
Spring and Summer catalog features 
38 pages of baseball, softball, tennis 
and badminton equipment. It also 
contains a number of photographs 
showing the manufacture and use of 
athletic equipment. Four full pages of 
youth baseball equipment includes of- 
ficial “Little League,” “Pony,” and 
“Babe Ruth League” baseballs. Copy 
of the catalog and dealer confidential 
price list may be obtained from the 
company. Draper-Maynard Co., 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio. 

Circle No. 180 on coupon, pg. 68 


1956 Tackle Lineup. A compre- 
hensive presentation of the complete 
line of Shakespeare tackle for 1956 
appears in the new catalog which 
supplants the 1956 illustrated price 
list. A full-color cover features the 
new store spin reel demonstrator and 
the back cover pictures in accurate 
detail the color styling and trim 
which is being used on the different 
price ranges of glass fiber Wonderods 
for 1956. The inside 40 pages are 
printed in green, black, gray and 
white with feature pages on some of 
the company’s newest tackle items. In 
addition to the lineup of rods, reels, 
and lines for every kind of fishing, a 
section is devoted to miscellaneous 
service items and supplies. Shake- 
speare Co., Kalamazoo, Mich. 

Circle No. 181 on coupon, pg. 68 


Nails Data. A free pocket-size 
handbook containing factual informa- 
tion and specifications for the new 

(Continued on page 54) 
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.-. the way 
dealers go for 
Columbian 
Colpack Coil 


MANILA ROPE 


3 


a 


And Here’s The Secret Behind Their Selling Power! 


FOUR HANDY SIZES 
available in diameters 


—Now Columbian 
of from 3," through 34” in 25, 50, 75 and 100 


pulls out desired length — and cuts. End remains 
within easy reach inside carton. 


SELF -STORING ... SELF - DISPLAYING — 
Compact Columbian Colpack Cartons store 
easily . . . save valuable floor space and enable 
dealer to carry a well-rounded stock at all times. 


Radium Sisal Rope is 


Pure Manila and 
pound Colpack Cartons. You can supply any and 
every size your dealers need . . . at the same 


price per pound as ordinary coil. 


KEEP ROPE CLEAN, COMPACT AND 

COILED—Columbian Rope packed in the exclu- 
sive Colpack Carton always stays properly coiled 
and out from underfoot. The carton fully protects 


it from dust, oil and abrasives. 


EASY TO DISPENSE — The dealer simply 


punches out the hand hole at top of carton — 


To display, stand carton upright or on its side 
. on counter, on shelves or in windows. It 

gives you triple service as display merchandiser; 

handy dispenser and compact storage bin. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 


COLUMBIAN ROPE COMPANY, AUBURN “THE CORDAGE CITY’, NEW YORK 
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$how and $ELL 





WRENCHES 
by VLCHEK 


sa 
VLCHEK TOOL co. 


3001 East 87th Street 
Cleveland 4, Ohie 








line of Stormguard nails is available. 
The handbook is printed in two 
colors with illustrations and reference 
data. A two-page chart gives specific 
data on the sizes and quantity of 
nails to use for various types of roof- 
ing, siding and trim as recommended 
by leading trade associations. Manu- 
factured in 85 different styles and 
sizes, the Stormguard nails are 
rendered rust-resistant by a special 
double-dipping in molten zinc. W. H. 
Maze Co., 400 Church Blvd., Peru, II 
Circle No. 182 on coupon, pg. 68 


Fishing Tackle. The colorful 1956 
Trade Catalog presents a number of 
new items in every category in the 
South Bend fishing tackle line. In 
addition to new items such as two 
Hollow Glass Casting-Spinning Rods, 
gift assortments receive special atten- 
tion. Also, one page is devoted to il- 
lustrations and descriptions of the 
free sales aids offered by the com- 
pany. An alphabetical index is placed 
at the front of the catalog while a 
general index by style numbers ap- 
pears at the back. South Bend Tackle 
Co., Inc., 1108 South High St., South 
Bend 23, Ind. 

Circle No. 183 on coupon, pg. 68 


Welded Chain. Over 25 different 
types of welded chain and chain as- 
semblies, plus a complete line of ac- 
cessories, are described and _ illus- 
trated in a new 62-page, two-color 
catalog. Specifications are the latest. 
Types of welded chain listed include 
Proof Coil, BBB, Republic Alloy, 
High Test, and a variety of other 
standard and special chain types. The 
first seven pages of the book form a 
general information section on welded 
chain, with important points on its 
care and maintenance. Detailed sug- 
gestions for correctly measuring and 
ordering chain are included in the 
section also. Various tables in the 
back of the catalog help make it a 
complete chain reference book. Re- 
public Steel Corp., 3100 East 45th St., 
Cleveland 27, Ohio. 

Circle No. 184 on coupon, pg. 68 


Power Tools. Seven single sheet 
catalog pages illustrate, describe and 
give specifications on each of the 
three Wen “Quick-Hot” Electronic 
Soldering Guns, three Electric Sand- 
er-Polishers and the new Rotary Mo- 
tor Electric Power Saw. The sheets 
are 84% x 11 inches or 11 x 11 inches 
and are printed in two and three 
colors. Wen Products, Inc., Chicago 
31, Il. 

Circle No. 185 on coupon, pg. 68 


Water Systems. A new Burks Water 
Systems catalog designed with sepa- 
rate sections for dealer helps in sell- 
ing, specifying and job-planning is 
now available. Besides the inside 
story of pump features, each section 
gives general information about ca- 
pacities, depths, etc., and shows 


typical installations. The Price List 
and Specification Book gives prices 
and includes performance tables, 
identification pictures, dimensions 
and complete accessory listings. All 
five of the separate sections fit into 
pockets inside the colorfully printed 
cover. The cover gives general job- 
figuring and planning information 
Cellophane laminated over the print- 
ing increases the durability of the 
cover and protects it from dirt and 
grease. Decatur Pump Co., Decatur, 
Ill. 
Circle No. 186 on coupon, pg. 68 


Septic Tank Care. A new, free 
eight-page illustrated booklet en- 
titled, “The Story of Willie Bacteria, 
or How to Take Care of Your Septic 
Tank or Cesspool” is now available 
Educational Division, The FX-Lab 
Co., 4 Hill St., Newark 2, N. J 

Circle No. 187 on coupon, pg. 68 


Hinges. “Hinges for Light Construc- 
tion” is the title of a new four-page 
catalog that describes and illustrates 
a representative variety of the hinges 
available for such light construction 
as residences, motels, stores, etc. The 
new literature presents such features 
as Oilite bearings, non-rising pins and 
the new non-mortise hinge. Also de- 
scribed and illustrated are items of 
forged iron builders and cabinet hard- 
ware, in addition to such accessories 
as forged iron mail boxes, foot 
scrapers and letter slots. McKinney 
Manufacturing Co., 1715 Liverpool 
St., Pittsburgh 33, Pa. 

Circle No. 188 on coupon, pg. 68 


Rotary and Reel Mowers. A 2- 
color enclosure which folds to 3%4 x 7 
inches covers the full line of Mow- 
Master rotary and Mowamatic reel 
type power mowers. This is available 
from distributors as Form P-23A. A 
4-page catalog sheet covers the full 
line of mowers, is in three colors, and 
includes detailed specifications and 
weights for each model. Form P- 
25. Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis 

Circle No. 189 on coupon, pg. 68 


Hack Saw Blades. A new catalog 
page is available covering the Griffin 
line of Hand Hack Saw Blades, Cop- 
ing Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin Co., 
Franklin, N. H. 

Circle No. 190 on coupon, pg. 68 


Sprayer and Duster Line. A new 
Hudson Sprayer and Duster Catalog 
(No. 501) shows and describes com- 
pletely the company’s line of hand- 
and power-operated sprayers and 
dusters, and introduces the new 
Matador Power Sprayer line with 
tank capacities from 15 to 250 gal- 
lons. Types of sprayers include com 
pression, knapsack, Hydra - Gun, 
Trombone, bucket and barrel spray- 
pumps, wheelbarrow, electric, hand- 
and power-operated. Duster models 
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include rotary, knapsack, traction, 
electric and hand types. Accessories 
and service parts are included also. 
H. D. Hudson Manufacturing Co., 
589 East Illinois St., Chicago 11, Il. 
Circle No. 191 on coupon, pg. 68 


Fishing Tackle. The new Pflueger 
Trade Catalog No. 92 is 8% x 11 
inches and has 76 pages. Among the 
several new items described are two 
new spinning reels — the Freespeed 
for fresh water at $14.95 and the Sea 
Star for salt water and fresh water 
trolling at $29.95; also two new 
models of casting reels for monofila- 
ment line; the complete line of new 
Pflueger rods; numerous new spin- 
ning lures and new self-merchandiser 
packages on hooks and sinkers. En- 
terprise Manufacturing Co., Akron, 
Ohio. 

Circle No. 192 on coupon, pg. 68 


Hardware Assortments. Free illus 
trated catalog-price list circulars, 
featuring the newest “Select-A-Pak” 
hardware assortments, are available 
Each assortment, made up of cabinet 
hardware, forged iron hardware or 
shelf hardware items, is described on 
a separate sheet. Also included are 
illustrations and information on the 
free “Select-A-Pak” display boards, 
panels and layouts pertaining to the 
specific assortment, and which are de- 
signed to fit present dealer fixtures. 
Space is allowed for wholesaler im- 
print. Circulars are 8% x 11 inches in 
size and printed in two colors. They 
may be used with “Select-A-Pak” 
Catalog No. 256 which contains open 
stock hardware items. National Lock 
Co., Rockford, Il. 

Circle No. 193 on coupon, pg. 68 


Fishing Equipment. Weber's 1956 
68-page catalog No. 32 contains 82 
new items in addition to the variety 
of fishing tackle regularly listed. The 
new offerings are separately indexed 
for quick appraisal. Foremost among 
them is the complete line of Weber 
Dylite plastic poppers, illustrated in 
full natural colors on a four-page 
lithographed insert. The four-color 
lithographed cover features the new 
three-tier revolving display rack. The 
free Moviegram fly casting instruc- 
tion booklets in a counter display are 
available to dealers every year and 
are illustrated and described in the 
catalog. The Weber Lifelike Fly Co., 
Stevens Point, Wis. 

Circle No. 194 on coupon, pg. 68 


Garden Hose. Catalog sheets give 
full information on Biltrite 10-star, 
8-star and 5-star Garden Hose, as 
well as Biltrite Triple-Tube Flexible 
Sprinklers. The sheets are in color 
and well-illustrated. American Bilt- 
rite Rubber Co., Inc., 22 Willow St.., 
Chelsea 50, Mass. 


Circle No. 195 on coupon, pg. §8 
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They're the best!—these three famous brands of seine 


twine. Designed to give your customers top quality in 


cotton... nylon...or a combination of synthetic fibers. 
GOLD MEDAL NYLON FILAMENT SEINE TWINE — lasts 
longer . . . resists rotting, the favorite nylon seine twine on 


the market. 


economical... 


GOLD MEDAL COTTON SEINE TWINE 
bought by the majority of fishermen...truly, the old reliable. 


NYAK SEINE TWINE —synthetic fibers carefully combined 
to give a dependable twine...economical, too...a big seller. 


ld Medal SEINE TWINES 


THE LINEN THREAD CO., INC. 418 Grand Street, Paterson 1, N. J. 


60 East 42nd St. New York 17, N. Y . 140 Federal St.. Boston 10, Moss 


Lomberd & Calvert Sts. Balt. 3. Md. « 105 Maplewood Ave., Gloucester, Moss 


158 W. Hubberd St 16 New Montgomery St., Son Fran. 5, Colif 





MACHINE 
BOLTS 
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CARRIAGE "iy, 
BOLTS : 
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 — BRITE-PLATED’ 
Re, BOLTS ond NUTS 
"FROM STOCK 


CAP | Packaged 


SCREWS 
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n 
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Now, for the first time, hardware stores can order clean, 
brite-plated packaged bolts, with nuts on, direct from dis- 
tributors’ stock and in small, reasonable quantities. 
Included in the selections are 91 of the fastest-selling hard- 
ware bolt items— Machine Bolts, Carriage Bolts, Stove 
Bolts, Cap Screws and Hex Nuts. 

The cartons are newly designed with high sales-appeal 
labels and contain as few as 10 pieces each —all with nuts 
on for your convenience. 

You pay no penalty for small-quantity plating nor do you 
need to over-stock. You buy what you want in the quanti- 
ties you need ! 

Ask your Hardware Distributor to tell you about this new 
Brite-Plated Lamson Line and the special merchandisers 
designed for ‘“Serve-Yourself” selling. 

*Electro Galvanized With Clear Chromate Finish. 


(5 


1971 West 85th Street - Cleveland 2, Ohio 
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Gasoline Engine Tools. A 63-page 
catalog, describing and _ illustrating 
the company’s complete line of port- 
able gasoline engine tools, is avail 
able upon request. Data and full de- 
tails are given on the “MG” chain 
saws, generators, land clearance saws, 
etc. Also, information on electric and 
pneumatic chain saws is included in 
the catalog Number 32. Mall Tool Co., 
7725 South Chicago Ave., Chicago 19, 
Ill. 

Circle No. 196 on coupon, pg. 68 


Water Heaters. Five specification 
sheets, in color, feature electric and 
gas water heaters. These contain il- 
lustrated descriptive material, includ- 
ing detailed roughing-in dimensions. 
W. L. Jackson Manufacturing Co., 
Inc., 1216 E. 40th St., Chattanooga, 
Tenn 

Circle No. 197 on coupon, pg. 68 


Fireplace Fixtures— 
Profit-Making Line 


(Continued from page 41) 


The secret? Sidewalk display. 
The Watters store is on Tusca- 
loosa Avenue, one of the busiest 
streets in Birmingham. 

“We have what you might call 
custom-made ‘traffic’ for our out- 
side displays,’ Watters comment- 
ed. “Of the thousands who drive 
by every day, we figure a pretty 
fair percentage will see our store 
front. And of those who do, there’s 
an occasional prospect who will re- 
turn. 

“Those who are lured in by the 
display usually are easily sold; in 
fact, they’ve already decided to buy 
if we have the type set they’re 
looking for.” 

And the Watters store generally 
does have it, what with 30 to 50 
andiron sets always in stock, plus 
several fireside sets, electric logs, 
guards, screens, etc. For better 
wholesale prices, Watters generally 
buys a dozen or more sets at a 
time. 

The store displays as many as 16 
andiron sets on the sidewalk and 
just inside the main entrance. 
Eight fireside sets and four or five 
electric logs also are on the floor 

About half the andiron sets sold 
at Watters are for gifts; the re- 
mainder, for new homes. And 
about 90 percent are purchased by 
women. 

The sales volume is all the more 
remarkable in that the store em- 
ploys no form of advertising to 
push andirons other than the side- 
walk display. 

“The ladies are a big help,” ac- 
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cording to Watters. “When one 
buys andirons, she proudly shows 
them off to her friends and neigh- 
bors, and that’s the best kind of 
advertising. We average selling 
two or three sets a week, some- 
times to customers from ‘way 
across town.” 

The store permits customers to 
take a set home “for measure.” If 
they're not the right size, they are 
returned for a swap. Oftentimes, 
prospective purchasers take a set 
home “just to see how they look.” 
That, reported Watters, usually 
clinches the sale, because “they're 
like a new car—once you get the 
feel, you'll buy.” 

Christmas, of course, is the best 
selling season for andirons, but 
Watters reports they move con- 
sistently the year ’round. And of 
the people who buy them, approxi- 
mately one in four will buy other 
fireside merchandise. 

The only drawback to the side- 
walk displays is that in bad 
weather the andirons will become 
tarnished and must be _ re-lac- 
quered. But that is a simple job 
and of small expense, happily 
borne in view of the returns. 


¢ 


Cost-Cutting Ideas 
That Worked 
(Continued from page 43) 


Jewell reminds his store sales peo- 
ple, the store loses in customer 
goodwill and also in cold cash. 
“For,” he insists, “it cost money to 
make the sale and more money to 
exchange the goods afterward. The 
answer lies in better selling in the 
first place so that the purchase 
genuinely covers the buyer's 
needs. Then, he won’t be back with 
it.” 
Not Easy 


This isn’t always as simple in 
the hardware field as it is in other 
fields of retailing, Jewell points 
out. People do not always know 
what they need. “So since that is 
the case,” he tells his employees, 
“it is up to you to discuss applica- 
tion and usage of what he’s buy- 
ing to help him know whether it is 
right or wrong.” 

(4) Cut credit risks. 

Rigid advance investigation is 
the answer to keeping credit losses 
low, Jewell says. But with the best 
of investigations — and Jewell 
checks every reference as well as 
the rating bureaus—customers oc- 
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casionally become delinquent in 
payments. 

“When that happens, the only 
thing to do is to act fast,” he 
states, “because the longer it goes 
unpaid, the harder it is to pay and 
the less likely it becomes that the 
customer will make the effort. In- 
stead of wasting a lot of time on 
repetitive letters or calls, I send a 
woman employee out to collect in 
person. I use a woman purposely 
First because she can do the job in 
a way that is a little easier on the 
customer's ego, and second be- 
cause our experience has been that 


people are more reasonable with a 
woman—they pay her more read- 
ily.” 

(5) Part-time bookkeeping. 

Many hardware dealers handle 
the work of bookkeeping and prep- 
aration of tax returns themselves. 
But Jewell finds that spending 
money for part-time outside help 
is a way to save funds in the end 
“We get more expert work, of 
course,” he says, “but the most im- 
portant thing is that this frees me 
to wait on and talk to customers— 
my own most productive work in 
the business.” 





wee PEG BOARD HOOKS 
FOR QUICK ASSEMBLY 
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the: “ MASONITE BOARD 
GIVES EXTRA STRENGTH 














SPACE-SAVING SIZE 
FOR COUNTER OR WALL 


3-Color: Red, Yellow, Blue 
13" Wide at Base 
202" High 


Bright, durable space-saving 


yuick as a wink! Modern 3-color design 


of these wrencnes 


No. 7 (7° Standard) 
No. 7C (7° without cutter) 
No. 7W (7" with cutter) 


most usetu : 
n-(srip Quickly adjust 


tool! Quality-built 
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2O4T-YoURse: p” 


SELLS every hour of the day! Long hoo 








WITH Vise. 





—YOU PAY ONLY FOR THE 6 WRENCHES 


real SALESMAN! 


ws 


AS ca 


Wo. 10 (10° Standard) 
No. 10C (10° without cutter) 
No. 10W (10° with cutter) 


(TOTAL RETAIL VALUE $13.05) 


ORDER FROM YOUR JOBBER! 
Made Only By PETERSEN MFG. CO., Dept. SH-8, DeWitt, Nebr. 





LOUVER SPRING HINGE 
for the 


best In 
Smadinie 


H | N ¢ ~ Both 2 3/4" in overall height 
Watch for new, exclusive HOLD OPEN feature.* 


Designed for use on “Louver doors. Made in the 
Ever-ready - style Attaches right to the jamb; 

a trademark a” See _ 2 aor 

Type BT 1514 will operate a door up to 18 Ibs 
since 1876 in weight, from 3/4" to | 1/8" in thickness 

For bulkier doors, (up to 18 Ibs. in weight 

from | 1/8" to | 5/8"' in thickness) Type 

BT ISIS is ideal 

“pot. pending 


BOMMER SPRING HINGE CO. INC. 


156 Landrum Highway, Landrum, South Carolina 





PROFITABLE “ MARKET 


Believe it or not, more than 6 million horses and mules 
need shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-2 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> ce 
It signifies the fie 
WORLD'S LARGEST 
MANUFACTURER OF 
HORSE AND MULE SHOES. 


MANUFACTURING CO. 


Joliet, Mlinois 





Each month thousands of men en- 

aged in the hardware industry 
throughout the South and Southwest 
meet through the pages of SOUTH- 
ERN HARDWARE for discussion and 
solution of mutual problems and pre- 
sentation of new ideas and sugges- 
tions. 


For over thirty-five years SOUTH- 
ERN HARDWARE has been a de- 
pendable guide to the wholesale and 
retail hardware trade. Up-to-date in- 
formation on all phases of the hard- 
ware business is found every month 
in its pages. 


The magazine has been built on 
a program of service to readers that 


covers: 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 
SALES PROMOTION 
ADVERTISING 

INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


And very important, there is al- 
ways local news about friendly peo- 
ple and their activities in the South- 
ern and Southwestern hardware trade 
—a feature that no other magazine 
has developed so fully. 


Each of these subjects is given 
special attention in its relation to the 
special needs and problems of 
Southern hardware men. 


Why don't you join this monthly 
get-together? The modest subscrip- 
tion price of only $2.00 for THREE 
full years of informative, value- 
packed reading is an outstanding in- 
vestment in your future. 


If you aren't a subscriber, become 
one—or, if your subscription is about 
to lapse, renew it! The small expense 
will be returned to you many times 
in the thousands of pages of valuable 
information that will be yours for the 
next three years. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 8, Georgia 


SOUTHERN HARDWARE for AUGUST, 1956 








Big Appliance Sales 
in Small-Town Store 


(Continued from page 46) 


she can acquire a set. 

Benefits for the store can be ex- 
pected for a year or two after the 
party. Out of six guests at the 
range party, two become range 
customers eventually. Some of the 
others may remain prospects for 
several years, and then buy. 


Demonstrations 


Range demonstrations at the 
store consist only of showing the 
customer how the appliance op- 
erates, with power applied. Several 
models always are shown in that 
compact front display spot. If the 
prospect is a good one, with credit 
rating checked, the range will be 
sent out for demonstration at the 
home. That is where Service Man- 
ager Thorne again shows his skill. 

“Our customers,’ said Harris, 
“show a lot of confidence in a 
demonstration by a service man 
as well known as ours. A home 
economist can teach a prospect 
how to cook on the range, but a 
service man shows her how to use 
it, and how to take care of it.” 

In this prosperous delta area, 
colored prospects are good credit 
risks, eager to buy. The range par- 
ty given by a colored hostess often 
results in a higher percentage of 
sales than parties given by white 
hostesses. Accordingly, Manager 
Harris urges his colored range cus- 
tomers to hold the parties. 


Advertising 


An appliance advertisement ap- 
pears every week in the local 
newspaper above this store’s signa- 
ture. Harris feels that the mat 
service supplied by the manufac- 
turer is adequate, backed with his 
own direct salesmanship and the 
emphasis placed on unusual repair 
service. 

“Our outstanding repair service 
gives us more than an even break 
with competition,” he commented. 
“The skilled full-time service man 
that is available for all appliances 
we sell gives us a valuable ad- 
vantage that we try never to over- 
look.” 

Electric ranges and refrigerators 
respond well to demonstration, 
but automatic washers and dish- 
washers are not being overlooked, 





GREENLEE 


your highly dependable source 
of fine hand tools 


Wuen you stock the GreENLeE 
line, you can be sure that you have 
tools of inherently outstanding value 
and excellence. You can be sure, also, 
that you have a reliable source upon 
which you can always depend. 


For nearly 50 years this firm has been 
famous for fine products. It is equipped 
with the best of modern production 
machinery and factory facilities... 
uses only the finest grades of materials 
for its tools... employs highly ex 
perienced craftsmen to produce them, 


And each year finds more new develop- 
ments in work at Greener. New pro- 
duct improvements, better packaging, 
consistent national advertising all 
designed to make this a top selling line 
for you. All are reasons ms it pays to 
stock and build extra volume with 
GREENLEE. . . a progressive, highly de- 


pendable source for you. 


z= 
GREENLEE 


STOCKED BY LEADING WHOLESALERS 





GREENLEE TOOL CO., 1828 HERBERT AVE., ROCKFORD, ILLINOIS 


either in demonstrations or in pro- 
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BOKER tools are as finely made as the famous BOKER 
TREE 4 BRAND Cutlery ... from special analysis, 
chrome vanadium steel—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus- 
tomers will go for them! 


= 


27S8C — 7” — 10% 

12% sizes 

Heavy duty Combination Pattern Snips will 
cut curves as well as straight lines, Other 
patterns and sizes also available. 


36507 — 10” size 
Patented Groove- 
Grip, 5 position 
adjustable Pilier- 
Wrench — cannot 
slip. Forged ribs 
and grooves. 


” 
‘oe 
25332 — 6” and 7” sizes 


A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The ali around home tool, 


Heavy duty side cutting Plier widely used 
by linesmen and electricians and for 
maintenance repair. 


‘ 


Diagonal cutting Plier used by 
telephone, radio and electrical 
workers, ‘‘Do-it-Yourselves” and 
for general maintenance repair. 


bw 
10 


Chrome plated finish, spe- 
cial Nhs | steel thin 
Wrench, xceptionally 
strong. 


Od U size —— 
Compound action Aviation Type 
metal Snips. 81 cuts left; B2 cuts 
right; 83 universal straight cut. 


4POST 


Recognized Value 





a 


es 





There’s PROFIT 


IN SUNSET 
S specialized Fishing Lines 


Made in the South 
for Southern Fishermen 


When you stock SUNSET lines you have all of 
these things working to help you sell them: 


Fast deliveries to 
eliminate big inventories 


© Specialized lines designed 
for your fishing areas 


@ Finest packaging 


© Best prices 


© Consistent advertising 
@ Valuable sales aids 


4 BEST SELLERS 
e CASTMASTER 
Nylon Casting Line 
e SURF KING 
Salt Water Line 
e FLEXON 
Soft Monofilament 


e FLOATER 
Fly and Bug Line 


Put a compact 
Sunset Line 
Merchandiser 
on your 
counter and 
watch sales 
go up! 


Write for complete color catalog of all specialized Sunset lines 


ALABAMA 


FLORENCE 
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motions that make prospects serv- 
ice-conscious. 

“A store in a town this size has 
to do some extra work to sell 
$50,000 worth of appliances a year. A STAR 
Customers who drop in don’t just 
keep volume to a high point year 
after year. They come in for gen- 
eral hardware items, but we have 
to use extra salesmanship to sell a 
large volume of appliances. 

“I feel that our unusual service 
department is the backbone of our 
appliance sales.” 


Paint Sales 


to Every Customer oxco 


(Continued from page 47) 


pa friends become our custom- Nationally Advertised 

“Sometimes a customer isn’t 
quite ready to buy a can of paint ~ 
for various reasons. We then wrap nif 
a paint color chart or some paint T © Se) 
manufacturer's advertising litera- » 
ture in with his purchase to give 
him a chance to study it. Many This top quality whisk has proven 
customers have told us this service itself to be a consistent volume seller 
helps them to decide on a color and for dealers all over the country. 
ag gh , ies HERE’S WHY... 

e Holley store has one o e : , 
largest paint stocks in this city of the feat ae he 
10,000. To appeal especially to the home, car, workshop or office 
“extra can of paint” trade, it has It’s perfect for dusting off 
an unusually large selection in the clothing and upholstery, 
small can size. Every possible cleaning out the car or brush- 
color is carried in the small can ing off the work-bench. 
size to encourage sales. The own- 6. . . Tough, long lasting 
ers have found that often a 25 cent Florida palmetto fibres are 
can of paint will lead to the sale springy and resilient to flick 
of many gallons when a customer dirt and dust away in a 
likes a particular color well enough jiffy. Double stitching helps 

; : whisk keep its shape. 
to paint an entire room or building. 

“We find it very important to 3) 
carry a large stock of the small 
size cans of paint,”’ Holley said. “So 
on — to paint FOR QUICK, EASY SALES — 2 COLORFUL 
something small and live with it a 
few days or weeks to see if they Z SELF-SERVICE DISPLAYS... 
would like it well enough to paint 
their bedroom or kitchen. Often, S epnce-taving counter displays — perfect for 
our mixing two cans of the small Ze. vd Soesting impulse sales. Either makes brushes 
. = easily accessible for customer self service 
size paint will produce just the : 
right color they want for the in- DISPLAY RACK PACK —Onep rid 
terior of their homes and this leads dozen whicks plus 4-crmed motel 
to more sales.” 

The store works in close co- qrecurar PACK —One dozen 
operation with all the painters in bal ogy gaa =~ 
town. A large supply of the paint- 
ers’ business cards are kept at the 
color chart section. When a cus- 
tomer asks the store to recom- 


mend a painter, the salesman sug- The Oxco Red Breast is only one 
gests that the customer select one of hundreds of quality Oxco brushes BruSHES 
of the business cards and call the bearing the brand name recognized 


painter he selects. The store only by customers everywhere. Stock the OX FIBRE BRUSH COMPANY, INC. 
handles the business cards of paint- complete line for greatest volume Peroenicn MARYLAND 


in 


. Bright wire wrapped handle gives user a firm grip 
Metal cap with hanging ring makes storage easy 


The Red Breast is available in either of 


rack with top sign; all in one box 


MAKE THE RED BREAST YOUR STAR PROFIT MAKER. ORDER YOUR 
SUPPLY OF EITHER TYPE PACK FROM YOUR JOBBER TODAY. 
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SMART STYLING FOR INCREASED SALES 








SINKER 
ASSORTMENTS 


@ Cleaner Merchandise 
@ less Pilferage 
@ Neater Stock 
@ Easily Priced 


A complete line of Split Shot, 
Pinch-On, Bass Casting, Ad- 
justable, Ringed, Trolling, 
Bank, Pyramid, Egg and 
Deep Sea Sinkers. 








COLORFUL! 
Hinge-Top 
Plastic Boxes 
Separately 
color-styled 
for each size 


ATTRACTIVE! 
Saddle-Labeled 
Polyethylene 
Bags 


FUNCTIONAL! 
Slide-Top, 
Spill-Proof 
Clear Plastic 
Boxes 





ALL-STAR FEATURES 


Complete Range of Sizes 


COMPLETE LINE of GAS HEATERS 


“~__ with HOT CUSTOMER APPEAL 


New Cabinet Style with “Futurama” 


Look 


Snap-in Blower Unit with 


Directional Air Flow 


Large Service Doors on Each Side 


of Unit 


Available with Either Right- or 


Left-Hand Controls 


Manifold Control Kit Packaged 


Separately to Eliminate Stocking 


Problems 


FREE — full details. 
Clip this ad and mail with 


your letterhead to: 





MODEL 4975 
VENTED GAS 


AZ CIRCULATOR 
SC cnattanooca 
ROYAL COMPANY 


CHATTANOOGA 6, 
TENNESSEE 





ers who have been highly recom- 
mended by local contractors. 

“We ask our painter friends to 
pass along to us any advice they 
have concerning the _ different 
paints so we can offer it to the cus- 
tomers who buy the one can of 
paint,” Holley pointed out. “Our 
sales staff has talked with the 
painters so much that these sales- 
men can give customers helpful 
tips on how to turn out a good job 
themselves.” 

Window displays help the store 
in its promotion of that extra can 
of paint. Almost every month in 
the year some piece of unpainted 
furniture is placed in the window 
with several cans of paint, brushes, 
color charts, etc. Passersby are re- 
minded of something in their own 
homes that needs a new coat of 
paint. 

The store keeps on hand three or 
more home decoration books and 
magazines to give to customers to 
read. When a customer isn’t quite 
decided about a color for a chair or 
a bedroom, the salesman suggests 
that he take along one of the books 
to read to help him in his selec- 
tions. 

“We are highly pleased with the 
new business we have gained 
through our suggesting to custom- 
ers that they can use a can of 
paint,” Holley stated. “We still go 
after those large paint sales but in 
the meantime this program is 
boosting our paint sales at least 30 
percent, and is proving to be very 
profitable.” 


Sf 


Personal Visits Sell 
More Water Systems 


(Continued from page 50) 


Fifteen years of experience in 
water systems installation and re- 
pairs have prepared the company’s 
senior mechanic to meet. all 
emergencies, and to train other 
mechanics in the shop. Instruction 
begins for a mechanic by having 
him go along when an installation 
is to be made. Observing the pro- 
cedure step by step, the apprentice 
feels free to ask questions at any 
time. 

“We recently had a four-hour in- 
stallation putting water in a 
kitchen, and our shep foreman 
took the newest of our mechanics 
along with him. The foreman ex- 
plained step by step what he was 
doing and why he was doing it 
that way,” Dawson stated. He 
added that this apprentice would 
continue to accompany his super- 
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visor and to work under the 
supervisor’s eye until it was felt 
that he could handle an installa- 
tion competently enough to be as they cut.. 
placed on his own. 

“When a water systems appren- 
tice has been out on a good many 
jobs and has shown skill and un- 
derstanding in the job to the satis- 
faction of the foreman, we then let 
him handle a job on his own.” 

During the training period, sup- 
plier schooling is made available 
to him so that he will be well 
grounded in the features of the 
product as well as in its mechanical 
operation. 

Dawson's Hardware maintains 
throughout the year a floor display 
of a water system in three sizes 
from shallow to deep well. During 
Water Systems Month in May, a 
special window display is set up 
and an ad is sponsored weekly at 
the local drive-in theatre. At this 
time the company also promotes 
water systems weekly in news- The salability, quality and design of Gensco MERCHANDISER 
paper ads and sends out approxi- Wood Chisels can add many dollars to your tool 
mately 500 post cards furnished by sales. The superior Swedish Steel blades are care- 
the supplier on the advantages of f : 

; : ully ground and polished to hold a razor sharp 
a water system installation. : , : 

“A good merchandising job of edge. Each blade has a protective strip-off plastic 

coating to prevent nicks and rust. Handles are 


water systems becomes a boost to , 
a number of other sales. It leads to unbreakable Tenite, fire resistant, blade size 


a kitchen remodeling job on which stamped at the end. There’s a size (44" to 2”) to 
we furnish all of the appliances. meet every need . . . sell and stock this complete, 
Sometimes it means a bathroom re- profitable line of wood chisels now. 

modeling job after we've put in a 
water system,” Dawson added. 
“But, as I mentioned earlier, the 
key to profitable sales of this item F Here's on attractive, goed 
is prompt dependable service that . looking display that can be your 
only well-trained mechanics can silent salesman on the counter 


give. SET 300-6 or woll. it's 19° high and 14° 
Fer intermedia this 6 wide holds eleven chisels 
° nd os oy = ° Put this silent salesman to work 
piece set is perfect Va", 

Ya", %", 1, 1%" and for you todoy. Ask your jobber 
1¥~". Comes in a heavy SET 300-11 or write us for complete details 
vinyl coated roll 


DEALER FORUM This 11 piece Gensco chisel set is for 


the constent user. The heavy vinyl 
coated roll mokes storing simple and 
easy. Sizes include... Va", He’, 
(Centinued from page 12) %, Va", %", %". %’, r 1M", 
1V" and 2”. 


and they sell just as tast 


00s Cwist: 




















F. H. Rudolph 
Rudolph & Co. Other Gensco Products Include: 


Gurdon, Ark. GIFT BOX Bow Saws, Pruning Saws, Pliers, SET 300-4 
Planes, Builders Hardware, The perfect storter set 


OUR SALES organization consists hina...» Weed Screws, Mechine Serows teciedes 4 widthe, \4" 
of everybody who works for the dudes Ya", %4" ond ond Stove Bolts. Va", Ye" ond V, peck 
company. That includes the truck 1” widths, aged in o heavy vinyl 


Attractive Gensco 


drivers, the bookkeeper, and even coated roll 


the porter who cleans up. I mean 
this specifically. We actually do SEE YOUR JOBBER WRITE FOR PRICES 
have a sales training program that 
takes in the entire force. When we 
have a meeting designed to plan 

sales, Pree aa piaiidinn G E N S CO T @) ‘@) L S 

apeciiic is up for promotion, we GENERAL STEEL WAREHOUSE CO., INC. 


want everybody present. 
Sometimes we have an evening 1806 NORTH KOSTNER AVENUE, CHICAGO 39, ILLINOIS 
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NO. 51 
BARLOW 


NO. 72 
CARPENTER’S 


CAMILLUS 
has the edge / 


No wonder more people are demand- 
ing Camillus pocket knives . . . and no 
wonder more dealers are ringing up 
sales from the complete Camillus line. 
Constant, aggressive promotion — in 
magazines, displays, dealer aids—as- 
sures quicker turnover and MORE 
PROFITS. 

Every Camillus knife is guaranteed 
precision-made for customer satisfac- 
tion. The product of fine American crafts- 
manship, Camillus is the quality line 
that sells itself, earning steady, certain 
profits for you. 


* Blades of high-carbon 
cutlery steel - hand-honed 
for keenest cutting edge 

* Unbreakable handles and 
solid riveted bolsters 

* Mirror-like finish for best 


appecrance 


a FREE—ATTRACTIVE 
~ DISPLAY CASE NO. 56-24 


Glass-front panel with limed oak frame displays 
24 knives, each identified by number and price, 
with all blades open. Fits into locked storage com- 
partment base or can be used as wall or window 
display. 


Nationally Advertised 
In: 
Popular Mechanics 
Field & Stream 


Farm Journal 
NO. 76 


PREMIUM 
For complete 
information 
write Dept. SH-8-56 


CAMILLUS 


CUTLERY COMPANY 
CAMILLUS, N. Y. 





NEW BEDFORD ROPE 
the dependable life line 


From house raising to erecting and maintain- 
ing modern skyscrapers—right down through 
114 years—Americans have depended on 
NEW BEDFORD ROPE. Its strength and 
quality has been tested and proved again and 
again. 


It’s sales tested and proved by hardware deal- 

ers, too. . . New Bedford was the first com- 

pany to cartonize and pre-measure rope to 

simplify selling. New Bedford Rope can be 

sold right from the carton . . . easily identified 
. and kept neat and clean in storage. 


That’s why hardware retailers consider NEW 
BEDFORD the world’s best rope buy. 


NEW BEDFORD 


CORDAGE COMPANY 


NEW BEDFORD, MASSACHUSETTS 
Serving the Maritime Industry Since 1842 
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get-together, with dinner. The 
main speaker usually is a salesman 
or a representative of a wholesale 
house or manufacturer. And some- 
times our own floor salesmen have 
their say. The meetings are for just 
this—to encourage all employees 
to learn everything possible about 
our lines and our service and to be 
able to talk about them. 


Special Meetings 


We do have these special meet- 
ings when we're adding something 
new that promises important vol- 
ume—such as something new in 
appliances. Or maybe color tele- 
vision. But while we're pushing the 
new, we aren’t forgetting the old 
lines, the good time-proved staples 
that always add to volume when 
some extra salesmanship is added. 

Although some of our salespeo- 
ple naturally become more skilled 
in special lines or special parts of 
the store, such as a woman in the 
housewares department, or a man 
who is an extra good paint sales- 
man, we want every man and 
woman in our organization to know 
about every department and every 
item. This requires some continu- 
ous training, and we feel that the 
frequent sales meetings are the 
right answer. 

New employees learn from older 
ones. There is no spirit of compe- 
tition here, because everybody is 
on straight salary. We feel that this 
plan is best for us, and that it wipes 
out any rivalry that extra com- 
missions might stimulate. If the 
bookkeeper sees someone on the 
sales floor looking at an item, she 
leaves her work and turns into a 
very efficient saleswoman. She 
knows how to sell because she at- 
tends our sales meetings. And she 
knows that she’s rated here as a 
saleswoman as well as a book- 
keeper. 


Everybody Helps 


I tell every new employee, even 
those who won't serve often on the 
sales floor, that we can’t make a 
dime until we sell a dollar’s worth 
of something, and that everybody 
has to pitch in and help sell. This 
isn’t compulsory, of course. It is 
only part of our sales program 
planned to make every employee 
want to become a good sales per- 
son. And most of them value the 
training they get from each other, 
from the sales meetings, and from 
the sales helps that we get from 
manufacturers and distribute about 
the store. 





Rust isa 


HORRID word / 


The cost of that insidious monster, RUST, 
mounts rapidly with the endless chain of 
repair and upkeep bills for roofing, siding 
and trim. But how can you calculate the 
added headaches, the ill-will, and gnawing 
worry suffered by a homeowner faced with 
this condition on his new home? 


On a stained and streaked building, rust 
doesn't paint a very pretty picture . . . for 
the builder, the buyer, the dealer or the 
financing institution. Yet this condition is 
avoided so simply, so economically when 


double-dipped Stormguard Nails are used. 


In a zinc coated nail FHA requires “hot 
dipped" —Stormguard Nails are hot dipped 
twice—their strong steel core is actually 
double-dipped in molten zinc. Stormgwa¥: 
check stains and streaks without counter- 
sinking or puttying. They drive easily, hold 
securely and prolong the life of costly roof- 
ing, siding and trim. 


Guard your reputation for quality 
materials and workmanship—guard your 
customer's investment— guard against rust 
with Stormguard. 


PACKAGED FOR 
CONVENIENCE 


Stormguards are easy to 

stock, easy to use, easy to 
sell—packed in convenient 5 lb. cartons, 
clearly labeled to avoid mixing on the job 
and to reduce waste. Order Stormguards 
today! 


OTHER MAZE NAILS FOR 


Colored Insulating Siding * Floor- 
i * Underlayment + Gypsum 
Wallboard + Metal Roofing 


W. H. MAZE COMPANY 


Peru 8, Illinois 





MAIE 
NAILS 
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YALE HAS THE PRODUCTS 


AND THE POINT OF SALES DISPLAYS 


THAT SELL THEM FAST! 


——h 
“Fie KEY 
75% \\ FREE! SEND NOW! 
\ Write for valuable booklet 
“The Key to Selecting Auxiliory Locks” 
THE YALE & TOWNE MFG. CO., 
Lock & Hardware Div., White Plains, N. Y. 


YALE. REG. U.S. PAT. OFF 


¥ 
, 


IYALE & TOWNE 





New Product List Grows for 
1956 National Hardware Show 


BUYERS WHO plan for profit at the National 
Hardware Show, October 1-5 at the new Coliseum 
in New York City, are assured of by far the largest 
array of entirely new products in the eleven year 
history of the show, it has been announced. 

Show Director Frank Yeager discloses that ex- 
hibitors have already come up with more than 
700 brand new products for introductory show- 
ings at the hardware industry’s big merchandising 
event. Hundreds more are said to be in the final 
preparation stage and will be ready for presenta- 
tion when the exposition opens 


Many New Items 


From information available to National Hard- 
ware Show officials, Yeager estimates that upward 
of 1200 absolutely new items will be offered to 
the trade at the 1956 show by more than 1000 
manufacturers participating in the Generali Hard- 
ware and expanded Lawn, Garden and Outdoor 
Living Divisions. 

“This year’s National Hardware Show,” 
Yeager. “will mirror the greatest progress ever 
achieved by the industry in any 12-month period. 
Buyers who seek the new and different in hard- 
ware, lawn, garden, outdoor living and related 
materials and equipment can see, feel and com- 
pare more new products than they could possibly 
examine in a full year of travel among the coun- 
try’s major manufacturers. 

“This wealth of new product information, to- 
gether with final details on prices, production, 
merchandising and delivery,’ Yeager continued, 
“will be brought to the buyer at one time in one 
place, where he may talk directly with the 
principals of the nation’s leading suppliers of hard- 
ware and allied items, explore the entire hardware 
world at lowest cost and greatest convenience . . 
even plan or accomplish his entire buying program 
for the year ahead.” 

Referring to the modern facilities and 
venience offered at the new Coliseum, Yeager also 
promised the most attractive, colorful and com- 
fortable exposition in the show’s history, with un- 
precedented accommodations for more than 40,000 
buyers expected to attend. 


said 


con- 


Conveniences 


Shadowless “Peter Pan” lighting, a zoned public 
address system, master television antenna, express 
elevator service, food and liquor bars, cafeteria 
and cocktail lounge, parking lot for 850 cars and 
two intermediate floors affording conference and 
storage rooms are among the many features of- 
fered by the nation’s newest show place. 

The National Hardware Show will occupy all 
300,000 sq. ft. of display space on all four exhibit 
tloors of the $35 million building, largest and 
most modern exhibition hall in the United States 

Buyers are encouraged to register by mail in 
advance and save time at the show. Admission 
credentials are available from the National Hard- 
ware Show headquarters, Suite 1103, 331 Madison 
Avenue, New York 17, N. Y. 
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DEALER SALES AIDS 


For more information on these sales aids 
use the free post card at bottom of page 


Carded Hardware Display 


Hall-Wessel Co., Philadelphia, Pa., 
introduces the Engle-T-Square Re- 
volving Display for selling its line of 
carded shelf hardware items. The dis- 


play contains six each of hardware 
items finished in brass and chromium 
plating, such as door stops, coat hooks, 
and sash fasteners. 

The display occupies an approxi- 


Handy Return Card 


@ Request More Information on 
Sales Aids 
New Products 
Catalogs & Bulletins 


NO POSTAGE NECESSARY 


en cor poo to fill in ye ee 
lame a r position on the Cou- 
This cavies cannot be extended 


unless this information is 


to 


mate circumference of 16 inches. 
Twenty-four hooks on four panel sur- 
faces accommodate the entire stock. 
The panels revolve for easy selection, 
and the individual cards are put up 
in new skin packaging. For more in- 
formation— 
Circle No, Cl on coupon, pg. 68 


Drilling Tools Display 


A new cabinet-type merchandiser, 
featuring a swept-back pane! display- 
ing assorted “Screw-Mate” counter- 
sinks, counterbores and a plug cut- 
ter, and two fully-stocked, pilfer- 
proof drawers, is offered to dealers by 
Stanley Tools, division of The Stan- 
ley Works, New Britain, Conn. 

The supply of “Screw-Mates” 
stocked in the compartmented draw- 
ers includes 32 countersinks in 15 dif- 
ferent sizes, from ¥%-inch by #5 to 
two inches by #10; 10 counterbores 
in five sizes, from one inch by #8 
to 1% inches by #10, and two %- 
inch plug cutters. 

On the upper part of the tool-hold- 
ing panel are shown cross-section il- 
lustrations of the four drilling jobs 
the countersink performs at one time 
and the counterbore’s combined five- 
step operation. The merchandise in- 
cluded in the #1525M Counter Unit 


Postage 
Will be Paid 


by 
Addressee 


has a retail value of $43.08 but may 
be ordered by retailers at a $28.72 
cost, When a unit complement of 
“Screw-Mates” is purchased, the mer- 
chandiser is given to retailers free of 
cost. For more information— 

Circle No. C2 on coupon, pg. 68 


Bagged Fixtures 


TURNBUCKLES, Inc., Michigan City, 
Indiana, has brought out a new mer- 
chandiser designed for dealers desir- 
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ing a small stock of the most popular 
bagged fixtures. 

Designed for wall or counter use, 
the new merchandiser — designated 
K-3B by the company—consists of a 
20” x 24” perforated board, two 
sturdy easel mounts and eleven hooks 
for displaying a wide assortment of 
fixtures packaged in transparent bags. 
Designed to stimulate self-service, 
board, easels and hooks are furnished 
at no extra cost with an initial order 
for one box each of the bagged fix- 
tures. 

While the Turnbuckles merchan- 
diser is offered as a complete unit, 
perforated fixture bag replacements 
can be ordered from open stock. For 
more information— 

Circle No. C3 on coupon, below 


Electronic Tool Display 


An assortment of tools for radio, 
television, electronics, and general 
electrical work is being offered as a 
special Electronic Tool display by 
Utica Drop Forge & Tool Corp., Utica 
4,N., Y. 

The display, a natura] wood panel 
25 inches wide and 31 inches high 
with chrome stripping, is equipped to 
handle stocking of tools in three dif- 


ferent ways, The unit may be had 
with one of each tool, two of each 
tool or three of each tool, 

The basic assortment includes: mid- 
get diagonals, long chain nose pliers 
with cutters, needle nose pliers and 
chain nose pliers without cutters. All 
of these have red plastisol handles. 
The balance of the display carries 


three sizes of rib-joint pliers, slip 
joints, duck bills, side cutters, heavy 
duty diagonals, adjustable wrenches 
and the printed circuit pliers. 

The new unit, known as E-27, is 
the latest addition to Utica’s “Modern 
Tool Merchandising” series of dis- 
plays. For more information— 

Circle No. C4 on coupon, below 


Pump Demonstrator 


A new demonstrator for the Burks 
line of centrifugal-jet pumps is 
offered by Decatur Pump Co., Deca- 
tur, Ill, Factory-assembled as shown 
(transparent loop is shipped separate- 
ly), finished in appliance-white and 
complete as pictured except for the 
tub, the new demonstrator is avail- 
able through Burks distributors. 





By the use of action-stopping stro- 
boscopic lights, demonstrator HV-15- 
D is pictured here in the midst of the 
air bubble demonstration—one of 
many pump features that can be 
shown with it. 

The discharge line of the demon- 
strator is equipped with three faucets 
to let dealers demonstrate the ample 
flow of water at good pressure. A 
ground key stop valve can be ad- 
justed to simulate different suction 
conditions, showing pump perform- 
ance at the exact suction lift involved 
in a prospect’s own job. A vacuum 
gauge shows the lift and the pressure 
gauge shows the pressure at which 
water is being supplied. The stand- 
ard pressure switch is equipped with 
a special toggle switch bypass to al- 
low demonstration of the fact that the 
pump will push on past 40 p.si. so 
easily, the manufacturers state, that 
it undoubtedly will continue to pump 
up to shutoff pressures quickly even 
after years of service. 

The demonstrator is equipped with 
a 25-foot electrical cord and male 
plug. For more information— 

Circle No. C5 on coupon, below 


"S" Hook Display 


Six sizes of bright zinc plated “S” 
Hooks manufactured by Turnbuckles, 
Inc. of Michigan City, Ind., are avail- 
able now in new 7%” x 8%” Assort- 
ment #400 counter display boxes. 


Please send more information on these catalogs and bulletins: 


156 «6160 «61164 «©6168 )«=6172):«CO17%6s18O0 184) «8B O92 1% 
‘S77 «616t) «6165 169)S73—si77s—«=iBCiBS SBD OI93)ss197 
58 162 166 170 174 178 #182 186 190 194 
$9) «616316771 175 #179 #183) «6187 «619 (195 


Please send me more information on these sales aids: 


Cit Cié C2i C2 C3! C36 C4i C4e CS! C56 
Ciz2 Ci? C22 C27 C32 C37 C42 C47 C52 C57 
Ci3 Cis C23 C28 C33 C38 C43 C48 C53 CSB 
Ci4 Ci? C24 C29 C34 C39 C44 C49 C54 CSO 
Cio Cif C20 C25 C30 C35 C40 C45 CSO C55 CeO 


Please send me more information on these new products: 
280 #281 #282 #+%283 «#4284 +285 286 287 288 #289 +290 291 








with the FAMOUS 
RUBBER POPPET 


Silicone treated 
Rubber Poppet can’t 
leak or stick. Sensi- 
tive in operation. 
Noiseless. Also sup- 
plied with Monel 
Metal Poppet. 200 
lbs. pressure. One- 
piece brass shell. 
Seven sizes. Write for 
Bulletin 204. 


Order from your jobber 


STRATAFLO PRODUCTS, INC, 


FORT WAYNE 1, INDIANA 





UP Sales and Profits > 


in Tinware with 


THE MOST PROMOTED 
PRODUCT IN THE 
COUNTRY! 


KING SIZE 
SALAD MAKER 


SLICES e CHOPS e SHREDS « GRATES 
Non-slip rubber tipped fold-away 
legs .. . won't scratch * save space. 


individually packaged in RETAILS $4.98 


multi-color display carton 


MOULI 
MANUFACTURING CORPORATION 


Y 4A WN 
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THE NEW 


HM 50 


ELECTRICAL 


PUTTY SOFTENER 


Practically every hardware doaler, 
paint dealer and lumber dealer is fa- 
miliar with the advantage of the 
FLETCHER electrical putty softener. 
Now for the first time a similar too! is RETAIL 


offered to the home owner. $3.50 


IN THE U.S.A 


The HM 50 is priced within the means of any handy man 
who prefers to do his own reglazing. He will gladly purchase 
this tool to save himself the long tedious job of clipping out 
the old hardened putty bit by bit. 


This do-it-yourself model measures 9 7/8" x 4" and weighs 
9 oz. for shipment. Its wattage is 250 and operates on 110 
volts A. C. Each softener is individually packed in an at- 
tractive display box. 


THE FLETCHER: TERRY CO. 


837 SOUTH STREET FORESTVILLE, CONN. 


69 





You'll make more money selling 


victor 


Decoys 


—there’s a type for 
every duck hunter 


ES, Victor offers the only complete 
line of duck decoys—a type and species 
for every hunter in any area. Victor prices 
range from the lowest, ae popular- 
priced models to deluxe. Sell Victors and 
you'll sell more decoys this season and 

every season. 


Victor Majestic Champion 

One piece Tenite plastic. Life size, color- 
fully finished, internally 
balanced. 5 species. 


Victor Majestic Standard 


Waterproof Tenite plastic. Adjustable 
head. eternally balanced. Realistic col- 
ors. 7 species. Oversize Deluxe model 

available in 6 species. 


Victor Tru-Life One piece, life- 
size molded fiber. Prebalanced, water- 
proof. A tough, light weight decoy at a 

low price. 3 species. 


Victor Veri-Lite Light, tough, 
watergeoet molded fiber. Self-righting. 
Movable head can be glued in any 
position. 9 species. 


Victor Deluxe Goose 

Rigid, pressed fiber shell. Field 

type; can be converted to 

water use by adding board. 

Feeding and _ upright 

heads supplied. Standard 

Canada, Snow and Blue 

Goose models available. 


Other Victor decoys include wood, 
molded fiber field type, crow and owl 
Also Victor Cro-Tone calls, anchors and 
balance weights. 

Order from your wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. » Pascagoula, Miss. « Niagara Falls, Can. 
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Containing a total of 108 hooks 
ranging from 9 to 00 gauge and 1% to 
338 inches in length, each display box 
provides a self-service dispenser that 
occupies very little counter space. Re- 
fill packages for each of the six sizes 
in the display can be obtained indi- 
vidually to keep the unit fully 
stocked. For more information— 

Circle No. C6 on coupon, pg. 68 


Rope Counter Display 


Counter coils of New Bedford ma- 
nila rope on reels now are being 
packed in ready-to-use display units, 
New Bedford Cordage Co., New Bed- 
ford, Mass., announces. 


eo 
=== 


The units are completely set up and 
filled with reels of rope. They are 
shipped in corrugated containers, and 
according to the manufacturer, no 
folding, cutting or taping is necessary. 

Each display holds seven 100-foot 
coils of “-inch rope, or six 50-foot 
coils of %-inch rope, or four 56-foot 
coils of 42-inch rope. All reels in each 
display are connected so that long, 
continuous lengths of rope can be 
sold, 

The new reels are said to be com- 
pact and snar]-free for customer satis- 
faction. On a counter or shelf, the dis- 
play unit occupies an area 18 by eight 
inches, For more information— 

Circle No. C7 on coupon, pg. 68 





PRINTED HELPS 
and other sales aids for 1956 





Melnor Metal Products Co., Inc., 
10-40 45th Ave., Long Island City 1, 
N. Y., offers a cooperative advertising 
plan to eligible dealers whereby 
Melnor pays 50 percent of the actual 
space cost of the dealer. The cost, 
however, cannot exceed $20 for each 
advertisement placed. The space cost 
is paid directly to the dealer. The 
limit is six advertisements per dealer 
in any one calendar year. The com- 
pany also will provide mats for the 
ads. For more information— 

Circle No. C8 on coupon, pg. 68 


Wen Products, Inc., Chicago 31, III., 
makes available to dealers colorful, 


30” x 10” window streamers or wall 
signs — two featuring Wen Model 
#250 or #199 “Quick-Hot” Electron- 
ic Soldering Guns; others Model 
#202, #303 or #404 Electric Sander- 
Polishers. Two-color folders, 358” x 
6%”, which illustrate and describe 
the above-mentioned products, and a 
wide assortment of glossy photos, 
electros, mats, and prepared ads also 
are offered. For more information— 
Circle No. C9 on coupon, pg. 68 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is avail- 
able in any quantity upon request. A 
floor type shovel rack which provides 
a great degree of flexibility inasmuch 
as it can be moved from one part of 
the store to another and which dis- 
plays six or more shovels, spades and 
scoops is made available at a small 
extra cost. For more information— 

Circle No. C10 on coupon, pg. 68 


National Lock Co., Rockford, IIL. 
will supply single- and double-col- 
umn newspaper mats without charge 
to customers featuring National Lock- 
sets, Cabinet Hardware, Furniture 
Trimmings, and Tutch Latch. En- 
velope enclosures describing the 
same products are also available. For 
Locksets, a counter sign is offered 
without charge. The Select-a-pak 
merchandising plan introduced as a 
sales aid features screws, stove bolts, 
and hardware products packed in 
small compact boxes which have 
clear acetate sliding covers. Counters 
and display boards which enable re- 
tailers to display a complete line of 
hardware in a small compact space 
for the Wood Screw and the Stove 
Bolt assortments are given free. For 
more information 

Circle No. Cll on coupon, pg. 68 


Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish, 
through wholesalers, metal merchan 
disers and cardboard counter di 
plays with the purchase of merchan 
dise. Two displays are the metal 
merchandisers for Glaswik and 
Flamemaster which not only keep 
100-foot rolls of these wick brands 
clean, fresh, and easy to cut, but re- 
mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size — the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 

Circle No. C12 on coupon, pg. 68 


McKinney Manufacturing Co., 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
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able to dealers special window dis- 
plays promoting the company’s line of 
products. Also offered are a number 
of colorful and informative envelope 
stuffers of interest to home-owners 
and prospective builders, and a 
booklet designed to help in the selec- 
tion of hardware for the home. Deal- 
ers may obtain also a wide range of 
advertising mats. Currently available 
is an assortment of carded hardware 
complete with display rack. For more 
information— 
Circle No. C13 on coupon, pg. 68 


Ocean City Manufacturing Co., “A” 
and Somerset Street, Philadelphia 34, 
Pa., is publishing a monthly news- 
letter for fishing tackle dealers. The 
publication is designed to give tackle 
dealers information so they can make 
more profit. For more information— 

Circle No. Cl4 on coupon, pg. 68 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, and 
counter costs for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are securely fastened in place 
and are lacquered to make an attrac- 
tive, long-lasting display. The board 


is 344” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company property. Small 
412” pliers available in 5 different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Channellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed to contain 9 of the 
Heavy Duty Slip Joint pliers—four, 
6”; three 8”; and two, 10” patterns 
Each plier is individually cartoned 
and all 9 pliers are packaged in a 
blue and white on silver foil carton 
For more information 
Circle No. C15 on coupon, pg. 68 


O. F. Mossberg & Sons, Inc., P. O 
Box 1302, New Haven 5, Conn., 
makes available to dealers a two-col- 
or window streamer promoting its 
line of guns, advertising mats, enve 
lope stuffers, a sales manual, a color- 
ful counter card, gun rack, and Guide 
Book to Rifle Marksmanship. In ad- 
dition, the company offers dealers 
free electrotypes as well as radio and 
TV commercials. For more informa- 
tlon— 

Circle No. C16 on coupon, pg. 68 


Bolens Products Division, Port 
Washington, Wisconsin, currently of- 
fers for dealer promotional use ma- 
terial for a colorful window display, 
a mobile display showing company’s 
complete line of outdoor power equip- 
ment, a three-color identification 
banner with hangers illustrating the 
four lines of power equipment and 
explanatory literature on all prod- 
ucts. For more information— 

Circle No. C17 on coupon, pg. 68 


Jackson Manufacturing Co., Harris- 
burg, Pa., has available a 3-fold cir- 
cular in color, which can be used as 
counter circulars or mailing stuffers 
on its complete lawn and garden 
equipment line. These stuffers are 
available upon request. For more in- 
formation— 


Circle No. C18 on coupon, pg. 68 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful! point- 
and several rope dis- 
includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 


or tloor models 


of-sale display s 
pensers. Literature 


holds seven sizes of 
rope which can be cut on dispenser 
to desired length. A cardboard dis- 

cupying less than two feet of 





WALLRITE rolls ore easy 


EVERYONE OF YOUR CUSTOMERS CAN PUT UP 


DISPLAY 


FRONT WHERE IT CAN BE 
SEEN and SOLD 


Measure height of 
room, cut in strips of 
desired length 


After matching the pot 
tern by marginal guides erovs coot of stondord 
trim selvedge on one 


Give eoch strip « gen 


woll poper poste 


Motch pottern on well 
lepping trimmed side 
over morgin 


THE ORIGINAL 





‘*DO-IT-YOURSELF’’ 
WALLCOVERING 


x> LOWEST IN PRICE 
x> EASIEST TO PUT UP 
X> PROTECTS AND BEAUTIFIES 


Paper and Paper 


ouT 


P.O. Box 1291 
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Smooth filet with wall 
poper brush er cloth 
(Con also be applied by 
tacking with WALLRITE 
MATCHTAKS if desired.) 


Products Since 1893! 


Fleming & Sons, Inc. 


Dallas 21, Texas 
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U & PAT OFF 


AND “Pon n Poy 


U.S. PAT. OFF. 


CLAMPS #"":5-: 


for over fifty years. Competitively 
priced . . . and you can offer them 
with pride and confidence. 


“PONY” clamp fixtures make highly effi- 
cient, instant-acting bar clamps on ordinary 
black pipe. Four styles, for use on 34" and 
7," black pipe—no tools required to as- 


semble. 


“PONY” "“C" clamps— 
14 sizes, each correctly de- 
signed for real service. 
Low price—but real ‘‘qual- 
ity" tools. 


“JORGENSEN” Car- 

tlage Clamps are 

made to “industrial” 

standards. One of the ‘‘PONY™ spring clamps 

ad ey used are “extra hands” for 
es—very in all trades, all crafts- 
ice test *, ‘anal. men. Four sizes. 


Style No. 70 “JORGENSEN” I-bar clamps offer 
visible assurance of great streng th. No notches 
—"'Multiple Disc Clutch" adjusts instantly— 


holds securely. Eight sizes. 
bat by ee 


"JORGEN- “JORGENSEN” hinged 
hand screws— clamps — somethin 
always preferred by NEW! Hang out o 
those who know good the way when not in 
tools. Hard maple se—swing up _ into 
aws—made in our own Clamping position when 


lactory for perfect wanted. Can e 
grain. Carefully fitted mounted in steel track 


steel! spindles. for “sideways” adjust- 


ment. Use on any 
bench or sawhorse. 
SOLD THRU 
LEADING 
WHOLESALERS 


Seogine 
SEN" 


Southeastern 
Saies Representative: 


Perry & Barr Co. 
1123 Church St. 
Nashville 3, Tenn. 
Southwestern 
Sales Representative: 
Reid, Tayler & 
Oil Cedar ‘Springs 
ADJUSTABLE | CLAMP CO. 


“The Clamp Folks" 
437 N. Ashland Ave. Chicago 22, Ill. 


Write for free, 
32-page catalog 
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floor space is available for merchan- 
dising an assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Circle No. C19 on coupon, pg. 68 


Kaiser Aluminum & Chemical 
Sales, Inc., Building Products Dept., 
919 N. Michigan Ave., Chicago 11, 
Ill., has available a pocket-size calcu- 
lator to speed and simplify aluminum 
roofing calculations. The new “Con- 
version Calculator” is made of heavy 
cardboard and operates like a slide 
rule. One side of the calculator lists 
computations for corrugated and five 
V-crimp roofing sheet in 26-inch 
widths and in lengths ranging from 
six to 12 feet. The other side contains 
similar data for 48-inch wide corru- 
gated sheet. For more information— 

Circle No. C20 on coupon, pg. 68 


Zebco Co., 1131 East Easton St., 
Tulsa 1, Okla., offers to dealers a 
number of folders containing descrip- 
tive material on its reels, together 
with a Goodstix window display. 
Catalog sheets are available featuring 
the five models of reels manufactured 
by the company. For more informa- 
tion— 

Circle No. C21 on coupon, pg. 68 


Buch Manufacturing Co., Elizabeth- 
town, Pa., has available for dealers a 
display kit free of charge. The kit 
contains a counter card, 9” x 18” 
printed in two colors; three gummed 
window and door stickers, featuring 
home barrows, spreaders and lawn 
carts; and a giant streamer, 12” x 28” 
printed in two colors. All merchan- 
dising material is printed in Bermuda 
Green and black which matches the 
color of the Buch line of lawn care 
equipment. For more information— 

Circle No. C22 on coupon, pg. 68 


Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis., 
offers a number of dealer helps to 
cover its Mow-Master and Mowa- 
matic power mowers. Display ma- 
terial includes a Jumbo size Product 
Identification Tag to hang on the 
mower handle. A Window Display 
Banner, 2-color, 17” x 30”, features 
Mow-Master rotary mowers, and is 
designed for display window or wall 
use. Ad mats featuring Mow-Master 
rotary mowers and Mowamatic reel 
type power mowers and also Grind- 
A-Leaf pulverator attachment for 
Mow-Master rotary mowers, are 
available in one-, two- and three- 
column sizes. For more information— 

Circle No. C23 on coupon, pg. 68 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. 
No. 00, $.90 per doz.; 2 doz. No. 0 
$1.20 per doz.; 2 doz. No. 1, $1.20 per 


doz.; 2 doz. No. 2, $1.20 per doz.; 1 

doz. No. 3, $1.50 per doz.—list price 

is $16.00. For more information— 
Circle No. C24 on coupon, pg. 68 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, Ill., offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, 
for “homecrafters,” school shop 
teachers, welders, woodworkers, etc., 
are available. For more information— 

Circle No. C25 on coupon, pg. 68 


Aladdin Laboratories, Inc., 620 So 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additional 
material. Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Circle No. C26 on coupon, pg. 68 


Moe Light Division of Thomas In- 
dustries, Inc., Fort Atkinson, Wis., has 
available for dealers a number of 
ceiling, wall, and counter merchan- 
dising display deals, including a re- 
cessed box display unit. The lighting 
fixtures are displayed on peg board. 
On these deals all fixtures are in- 
dividually packaged and are shipped 
directly to the dealer, master packed 
and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rai! 
freight prepaid at Hopkinsville, Ky., 
on all fixtures and display units. Ad- 
ditional aids include free advertising 
mats, product shots of fixtures, a 
variety of full color catalogs, bro- 
chures, envelope stuffers, and promo- 
tional flyers. For more information— 

Circle No. C27 on coupon, pg. 68 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet 
The leaflets can be supplied imprint- 
ed with the dealer’s name, address 
and telephone number for use as en- 
velope stuffers. For more informa 
tion— 

Circle No. C28 on coupon, pg. 68 


W. L. Jackson Manufacturing Co., 
Inc., 1216-1226 E. 40th St., Chatta- 
nooga, Tenn., offers to dealers four 
envelope stuffers featuring gas and 
electric water heaters and electric 
floor furnaces. A fifth is soon to be 
added, featuring glass-lined water 
heaters. Advertising mats are also 
available. For more information 

Circle No. C29 on coupon, pg. 68 
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Bassick 
CASTERS: 


There’s more than one place in your 
store Bassick glides and casters can 
make money for you 

They'll sell in hardware, of course 
—mostly to men. But they'll sell just as 
well in housewares—because women 
today have an eye peeled for casters, 
too. The trick is to show Bassicks in 
both places and remind your custom- 
ers you carry the best-advertised, best- 
selling caster on the market. 

That's where Bassick’s HD-10 dem- 
onstrator-display comes in handy. It 
practically does the selling for you. 
But if you’ve only got one Bassick 
demonstrator right now, better call 
your jobber and order a second for 
the distaff side of your store. And a 
third for your window, too. 

It never hurts—especially in this era 
of quick-service—to let people know 
you're selling what they’re looking for. 
THE BASSICK COMPANY, Bridgeport 


_ 2, Conn. Jn Canada: 
+) 


* Belleville, Ont. 
Vv 


OR 


Zs 


Bassick 


A DIVISION OF 


RAKING WORE FONDS OF CASTERS MAKING CASTERS DO MORE WARNER) 





Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, IIL, has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Circle No. C30 on coupon, pg. 68 


Southern Screw Co., Statesville, N 
C., offers without charge to dealers 
a Dealer Chart, giving complete in 
formation on wood screws and stove 
bolts. The chart is of heavy card- 
board, punched for hanging and cov- 
ers information on wood screws as 
follows: list price per gross for slotted 
steel and brass; net price per gross 
figured on the basis of various dis- 
counts; how to determine size, length 
and head style; pilot and shank clear- 
ance hole recommendations chart; 
and shipping weights. Stove bolt in- 
formation included is as follows: list 
price per gross; net price per gross 
figured on the basis of various dis- 
counts; and shipping weights. For 
more information— 

Circle No. C31 on coupon, pg. 68 


Utica-Duxbak Corp., Utica 4, N 
Y., has available for dealers a com- 
plete mat service covering the com- 
pany’s line of sportsmen’s clothing 
Offered also is colorful corrugated 
display material for window back- 
grounds or for use on TV programs 
Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 
tion— 

Circle No. C32 on coupon, pg. 68 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show 
ing a complete range of sales aids 
These include enve lope stulfers and 
self-mailers, ad mats and radio 
commercials, product literature, win 
dow streamers and counter cards. For 
more information 


Circle No. C33 on coupon, pg. 68 


Revere Copper and Brass, Inc., Box 
111, Rome, N. Y., has a wide assort 
ment of dealer sales aids available for 
use in promoting Revere Ware 
utensils. These include a large Revere 
Ware trade mark plaque, envelope 
stuffers, advertising mat service and 
cooperative newspaper advertising 
program. They also have a new elec 
tric flasher display unit available at 
a modest cost For mors informa 
tion— 

Circle No. C34 on coupon, pg. 68 


The Weber Lifelike Fly Co., Stey 
ens Point, Wis., offers a new three 
tier revolving rack which is said to 


occupy less than one square foot of 
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“Theyre SUPER 
...for fast; 

leakproof — 

connections! 





Gas Range Connectors 


The long, 10° tapered cone on Super- 
seal Connector Fittings makes posi- 
tive, leakproof connections which are 
not affected by vibration or moving the 
range in and out of position. The fit- 
tings are rugged, cadmium-plated, 
malleable iron with no sharp edges to 
shear the aluminum tubing. 

And here’s another thing installation 
men like. Because tubing can be easily 
bent, it is always possible to make neat, 
flush-to-the-wall installations. 


Superseal Connectors are certified by 
the American Gas Association and are 
listed by Underwriters’ Laboratories. 
They are produced in any combination 
of female elbows and male or female 
adapters; %4-inch pipe thread; 12 to 
60-inch lengths. Over 400 U. S. distrib- 
utors. Insist on Superseal. 


“Every Superseal Fitting 


a is a union in itself” 


4 LOGZCI. 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 





counter space and is 334% inches high. 
Over 200 standard Weber assortments 
of lures and other tackle items on 
wide or narrow panels will fit this 
unit. In addition to the three-tier 
unit, individual units are also avail- 
able. A free Revolving Rack is of- 
fered for spools of “Tynex” spinning 
line and a number of display boards, 
boxes and racks are available. For 
more information— 
Circle No. C35 on coupon, pg. 68 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Royal Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 
is sold for 25 cents, will be supplied 
free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer foider, 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tion— 

Circle No. C36 on coupon, pg. 68 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No. C37 on coupon, pg. 68 


The Enterprise Manufacturing Co., 
Akron 9, Ohio, makers of Pflueger 
fishing tackle, has available for deal- 
ers a window display kit which con- 
sists of a central illustration plus dis- 
play cards on major items. Other sales 
aids include: Trade Catalog #92 is- 
sued February 1956, consumer cata- 
log #192 issued in March 1956; deal- 
er mats on most reels; proofs of line 
and half-tone cuts on most products; 
and a counter display rack for bait 
cards which measures 10 inches high 
by 10 inches in diameter. For more 
information— 

Circle No. C38 on coupon, pg. 68 


Lebanon Chemical Corp., Lebanon, 
Pa., offers a number of free merchan- 
dising aids for its line of fertilizers, 
weed killers, insecticides and fungi- 
cides. A metal store sign “Authorized 
Dealer” is 15” x 12”, silk screened in 
black and Day-Glo red or white 
baked enamel finish. Leaflets and 
stuffers are in two and three colors 
and offer wide variety. A 1-minute 
or 20-second radio announcement on 
any product plus newspaper mats and 
window streamers are also offered. A 
Dealer Aid Folder, 17” x 22”, fold- 
ing to approximately 8%” x 5%”, 
two colors, two sides, describes all 
merchandising aids for the dealer’s 


convenience and is available without 
cost. Lebanon also will pay 50 per- 
cent of newspaper and radio adver- 
tising expense upon presentation of 
invoice and proof of insertion and 
use. For more information— 

Circle No. C39 on coupon, pg. 68 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 inches 
of space. A clear cover highlights the 
high speed drills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according to 
demand. The cabinet has a storage 
rack for extra stocks. An information 
chart is also availiable. 

The Hanson Self-Seller Display 
Cabinet for taps and dies contains 
initial assortment of taps, dies, screw 
extractors, die stocks and _ tap 
wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 

Circle No. C40 on coupon, pg. 68 


Camillus Cutlery Co., Camillus, N 
Y.. offers the following sales aids in 
connection with promotions of the 
Camillus and Camco pocket knife 
lines: In the Camillus line, a special 
display unit featuring 20 knives in a 
special promotion (SP-56) is available 
free of charge when ordering the unit. 
Also available free of charge are 
window streamers in three colors, 
pennants in three colors, free news- 
paper mats, catalog sheets and special 
promotion tips. 

For the Camco line, a new 1956 dis- 
play case 56-12U is offered at no ex- 
tra cost when ordering a half dozen 
each of the 12 top selling numbers. 
The case is a wooden cabinet with 
glass front for display of 12 knives 
Storage space which can be locked is 
at the rear. Also available free of 
charge are window streamers and 
pennants on the Camco line. For more 
information— 

Circle No. C41 on coupon, pg. 68 


The Shakespeare Co., Kalamazoo, 
Mich., has prepared a new 4-page 
unit of news mats for 1956 for the use 
of tackle dealers in their local news- 
papers. The service features a com- 
plete selection of condensed four- to 
five-inch one-column width ads 
which are miniature versions of the 
national ads. A part of the mat serv- 
ice is a folded broadside devoted to il- 
lustrating the prepared mats, empha- 
sizing dealer promotion and includes 
a selection of 30- and 60-second 
radio spots on various items of 
Shakespeare tackle. For more infor- 
mation— 

Circle No. C42 on coupon, pg. 68 


Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 
promotion, is providing dealers with 
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A natural for building 
“Do-It-Yourself” 
Sales! 





Fast-Moving 
National 


Weatherstripping 


Easier to sell! Easier to install! 


You'll find a big, ready-made “‘do-it- 
yourself’’ market for all of National's 
weatherstripping products. They're fur- 
nished completely machined and 
punched, with fastenings included in 
each box—ready for simple, speedy 
installation. Too, each National prod- 
uct is attractively packaged to sell 
on sight. 

Just display the complete National 
line and normal store traffic will move 
these high-quality products fast. If 


your jobber can’t supply you, write us. 
TIONAL AND COLUMBIA 


[ook To 
, WEATHERSTRIPPING + 


fer poreen-Tite ALUMINUM 
. SIDING * PORCELAIN 
Quick rts | ENAMEL BUILDING 


COMPLETE LINE OF NA- 





Nice Profits! | pawers AND SIGNS 


Write or wire for details! 


NATIONAL METAL 


PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Po. 





special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
is displayed in specially printed 
broadsides. Bright banners have been 
designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avail- 
able. For more information— 
Circle No. C43 on coupon, pg. 68 


Geyer Manufacturing Co., Rock 
Falls, Ill., offers its dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line. An illustrated brochure for 
easy ordering is available on request. 
For more information— 

Circle No. C44 on coupon, pg. 68 


Crescent Tool Co., Jamestown, N. 
Y., has available for dealers several 
floor and counter display stands. 
There are two counter display stands, 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 
of the same panels. A similar floor 
stand is available which will handle 
any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them 
on special easels which will accom- 
modate either single panels or two 
of them back to back. The boards 
also may be hung on peg boards. For 
more information 

Circle No. C45 on coupon, pg. 68 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., offers its dealers 
seven newspaper ad mats of Langley 
spinning reels and Fisherman’s De- 
Liars. Mat proofs are reproduced in a 
4-page folder and are available at no 
charge in 1- and 2-column widths, 
ranging from five to 10 inches deep 
For more information— 

Circle No. C46 on coupon, pg. 68 


Reo Division, Motor Wheel Corp., 
Lansing 3, Mich., supplies its dealers 
with 4-color envelope stuffers, wall 
posters and ad mats at factory cost 
Indoor sales and service signs, d 
signed to stamp the store’s name and 
its Reo dealership upon the mind of 
the public may be obtained for $9.90 
each. For more information 

Circle No. C47 on coupon, pg. 68 


The Irwin Auger Bit Co., Wi!ming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. D-13 contains 
free metal wall display and 13 bit : 
sortment of Irwin 62T Bits, one 
each size 4/16” through 16/16’ 
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hor quick 


SELL THE LINE 
with the 
PROFIT LEADER 


SELL THE COMPLETE CHANNELLOCK LINE 


You get more than a qual- 
ity line when you handle 
| 


Channellock pliers. Here’s a 
line with a fast-moving, na- 
tionally advertised profit- 
leader . .. the popular Chan- 
nellock 420. No other plier 
does so many jobs so well . 

no other plier sells so fast. 
So stock the Channellock line 
and put the profit-leader 420 
plier out front for your cus- 
tomers to see... try... and 
buy. It’s easier to sell just 
one plier line. It’s profit-wise 
to sell the Channellock line. 


CHAMPION DE&EARMENT TOOL COMPANY 


™ A 
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Linoleum Paste Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 


Daisy Brush Cleaner 


Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 





. and many other Products of Merit 


SOLD THROUGH LEADING 
WHOLESALERS EVERYWHERE 


CONSUMERS GLUE COMPANY 


1515 Hadley St. 
St. Louis 6, Mo. 








FOR EASY PROFIT, 
DISPLAY AND SELL... 


AND COMPLETE LINE OF 
TURNBUCKLES PRODUCTS 








BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
“One good turn (buckle) deserves another” 





8830 contains free metal counter or 
wall display and assortment of 30 
Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 
metal wall display and assortment of 
30 amber plastic handle screw drivers 
in most popular sizes. All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and .care of bits, and a variety of 
envelope stuffers are also available. 
For more information— 
Circle No. C48 on coupon, pg. 68 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers its deal- 
ers two scale promoter. display 
stands. Display #D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep. A new 
bath scale sampler of six scales, No 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor, or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 

Circle No. C49 on coupon, pg. 68 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 

Circle No. C50 on coupon, pg. 68 


Columbian Rope Co., Auburn, N 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 
ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 
sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
helds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack. 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute, twine, mason’s 
line and Christmas twine. For more 
information— 

Circle No. C51 on coupon, pg. 68 


The Ruberoid Co., 500 Fifth Ave. 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display miaterial, counter 


displays, and special store displays in 
numerous sizes, colors, and ma- 
terials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number 
of colorful counter displays on vari- 
ous products. For more information— 
Circle No. C52 on coupon, pg. 68 


The Moto-Mower Co. of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 
Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays 
It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per thou- 
sand. Lawn care portfolios which in- 
clude one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 

Circle No. C53 on coupon, pg. 68 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac 
cessories for each tool are included 
All tools are properly merchandised 
and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is fin- 
ished in chartreuse and red and has 
an SM insignia fastened to the top 
of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information 

Circle No. C54 on coupon, pg. 68 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con 
tinues its 14-day trial offer on 18’ 
and 20” deluxe Foley mowers, as a 
promotional aid to dealers. A cus 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re 
quested. A window streamer and ad 
vertising mats also are available. In 
its advertising program, a two-column 
six-inch mat will be run free in any 
dealer’s local paper if that dealer 
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Each month thousands of men engaged in the hardware industry throughout the 
South-Southwest meet through the pages of SOUTHERN HARDWARE for discus- 


sion and solution of mutual problems . . . presentation of new ideas and suggestions. 


Why don't you join this monthly get-together? The modest subscription price of 
only $2.00 for THREE full years of informative, value-packed reading is an outstand- 


ing investment in your future. 


If you aren't a subscriber, become one—or, if your subscription is about to lapse, 
renew it! The small expense will be returned to you many times in the thousands of 


pages of valuable information that will be yours for the next three years. 


W. R. C. Smith Publishing Co. 
Department SH-56 
CLIP 806 Peachtree St., N. E. 
AND Atianta 8, Georgia 
renew 
MAIL You may enter my subscription to SOUTHERN HARDWARE for 3 years. 
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TODAY! 


New Subscription 


Renewal Subscription 


P. O. Box or 
Street and No. 
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NEW -Jon-e Warmer is super-easy 
to start. It has a built-in self-starting 
wick! Haven’t seen it? Call your 
Jobber and increase your ERED 
Demand to be great. For more de- 
tails write Aladdin Laboratories, 
Inc., 620 So. 8th St., Minneapolis, 





Ta wane 4000 us é © 


HORSE pat PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red at 


Ti ween Pe af “s q | 





TRACTOR § CUSHIONS 


For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 





will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad. Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tlon— 
Circle No. C55 on coupon, pg. 68 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up-Time” program 
kits to aid dealers in their garden 
tool promotion. Various four-color 
store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 
charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 

Circle No. C56 on coupon, pg. 68 


Cleveland Mills Co., Lawndale, N. 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments 
White on the outside with blue bins, 
the stand is printed in red and blue. 
For more information— 

Circle No. C57 on coupon, pg. 68 


American Biltrite Rubber Co., 22 
Willow St., Chelsea 50, Mass., pro- 
vides dealers with a group of ad- 
vertising mats for Biltrite Garden 
Hose and Sprinklers. The Biltrite 10- 
star Hose is packed with a special 
corrugated display carrier. Also avail- 
able is a special three-piece display, 
specially easeled to stand alone or 
mount on a three-section pole which 
is also supplied, to serve on counters, 
in windows or mass display within 
the store. For more information— 

Circle No. C58 on coupon, pg. 68 


Keuffel & Esser Co., Adams and 
Third Sts.. Hoboken, N. J., offers a 
counter display containing the HF 
Assortment of Wyteface steel tapes. 
The display is compact and colorful 
and measures 17 inches wide by 74% 
inches high, The assortment consists 
of eight tape rules in various lengths 
and one 50-foot tape. For more in- 
formation— 

Circle No. C59 on coupon, pg. 68 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A _ cardboard 
counter display containing 100 ft. con- 
nected coils of manila or sisal rope 
in sizes 4”, 5/16”, 36” and %”. (2) A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 lbs. or 


more of rope. (3) A rope merchandiser 
that handles seven sizes of rope— 
displays, measures and cuts rope to 
desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 
Ski Tow Rope. There are six boxes 
to a master shipping carton. 

To all dealers handling Fitler 
Brand Manila Rope, Fitler will 
furnish a blue and yellow laminated 
metal sign for counter or wall use 
For more information— 

Circle No. C60 on coupon, pg. 68 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver as 
sortment. This Tenite display holds a 
stock of 48—17 types and sizes—on¢t 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information 

Circle No. C6! on coupon, 


all plas- 


pg. 68 


Scott-Atwater Manufacturing Co.., 
Inc., 2901 East Hennepin Ave., Minne- 
apolis 13, Minn., in its “Advertising 
and Promotion Handbook for 1956” 
covers all of the sales promotion ma 
terial available to Scott-Atwater 
dealers in 1956. This material includes 
free mats and ad builders; giant win- 
dow streamers which feature the 1956 
line; handout stuffers; line folder; 
color postcards; dealer decal; im- 
printed match books; service uni- 
forms; and copy for radio com- 
mercials. An indoor sign, in thre 
colors, plastic, 50” x 14”, and illumi- 
nated by two fluorescent tubes, and 
an outdoor sign 72” x 36” illuminated 
by four fluorescent tubes are among 
the signs available. For more infor- 
mation— 

Circle No. C62 on coupon, pg. 68 


Chas. O. Larson Co., P. O. Box 358 
Sterling, Ill.. manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 
request. Counter models for three 
styles of Saw Horse Brackets and one 
style of Folding Leg Brackets are 
available without charge under cer- 
tain conditions through wholesalers 
For more information 

Circle No. C63 on coupon, pg. 68 


The Patterson-Sargent Co., 1325 E 
28th St., Cleveland 14, Ohio, ublis shes 
a complete catalog of suggested deal- 
er sales aids. These include radio 
commercials, window and outdoor 
signs, transfers for windows, fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, 
and suggested copy for newspaper 
ads. For more information— 

Circle No. C64 on coupon, pg. 68 
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New Velocipedes 


The 1956 line of velocipedes an- 
nounced by The Murray Ohio Manu- 
facturing Co., Cleveland 10, Ohio, re- 
veals new colors and new features 
said to add play value and sales ap- 
peal. 


The M-440 deluxe spoke, shown 
here, has brighter metallic red and 
white paint, red plastic hand grips 
and multi-colored streamers and 
double-block red vinyl pedals. The 
deluxe M-450 has a black baked en- 
amel finish on the frame, platform 
and fork with a chrome-plated fend- 
er and fender brace. Both units have 
1%” tubular frames, 134” semi-pneu- 
matic tires and 34” handlebars. Model 
M-430 is finished in metallic blue, 
vermilion and white. Other units, 
equally colorful, are the M-420 , M- 
400 with 14%” semi-pneumatic tires 
and M-385 and M-380. These are red 
and white front wheel ball-bearing 
models with solid rubber tires. The 
latter is the lightweight of the line, 
weighing only 13 pounds and avail- 
able only in the 10-inch front wheel 
size. For more information— 

Circle No. 280 on coupon, pg. 68 


New Kitchenware 


Three new additions to its Androck 
line of housewares have been an- 
nounced by The Washburn Co., Wor- 
cester, Mass. These are a new flour 
sifter, nut meat chopper and onion 
chopper. Lithographed in matching 


patterns with trim colors of turquoise, 
red and yellow, the kitchenware items 
also have “tell-and-sell” labels at- 
tached to each 

The 3-screen, 4-cup flour sifter fea- 
tures cloverleaf agitators and a 
squeeze handle. It retails for about 
$1.89. The tapered glass jar of the nut 
meat chopper holds one cup of nuts 
The screw-top removable jar can be 
used for nut storage. It retails for 
about $.69 

The stainless steel cutter blades and 
spring of the onion chopper are said 
to make it easy to clean. The glass is 
a standard one cup measure with 
graduations. Onion vapors are locked 
under the metal top for tearless oper- 
ation. It retails for about $.69. For 
more information— 

Circle No. 281 on coupon, pg. 68 


Tubular Handle Hammers 


Estwi1nGc Manufacturing Co., Rock- 
ford, Ill., has introduced a line of 
tubular handle hammers as an addi- 
tional item to their line of unbreak- 
able hammers and other hand tools 
The solid steel] head of the hammer: 
is fused into the steel tube to give 
added strength at the point of great- 


Ca 


4 


\; 
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For more information on these new products 
use the return free post card on page 68 


est strain. The tube is oval shaped 
through its entire length to assure 
maximum strength. Company states 
that the cushion grip cannot be af- 
fected by sweat, gasoline or oil in 
normal use. The grip is permanently 
bonded to the handle and cannot 
stretch or loosen. The entire tool is 
guaranteed unbreakable in all normal 
conditions. Suggested retail price for 
the 13-ounce and 16-ounce straight 
and curved claw hammers is $4.25, 
and 20-ounce curved or straight claw 
is $4.50. The new hammer is packed 
four to a shelf box. For more infor- 
mation 
Circle No. 282 on coupon, pg. 68 


End Cutting Nippers 


THREE END cutting tools have been 
added to the Lindstrom line of pliers 
and cutters manufactured by Gensc« 


Tools, 1830 North Kostner Avenue 
Chicago 39, Ill. The com; points 
out that these nippers are f box 
construction for greater st: gth. The 
6-inch size has a lap joint. The nip- 
pers have a lever action with cutting 
edges hardened for piano wire, and 
Dbulfer spring 
top with toggle joint. All have black 
finish. For more information 
Circle No. 283 on coupon, pg. 68 


adjustable screw 


79 








Bathroom Scales 


A new bathroom scale, the Way- 
Rite, is being introduced by Hanson 
Scale Co., 1777 Shermer’ Road, 
Northbrook, Ill. Priced to sell for 
around $5.95, the scales have large 


power-view magnifying lens, an easy- 
to-read dial, a white baked enamel 
finish and mats available in pink, 
turquoise, or black koroseal. Approx- 
imately 11% inches long by 9% inches 
wide, the scales have a capacity of 
250 pounds. For more information— 
Circle No. 284 on coupon, pg. 68 


Wood Carving Tools 


Great Neck Saw Manufacturers, 
Inc., Mineola, N. Y., has introduced a 
plastic handle, hand forged wood 
carving set for the hobbyist and 
craftsman. A six piece basic set for 
modeling, stop cuts, slicing, etc., the 
set consists of the following: %” firm- 


er chisel, “4” corner chisel, ™%” 
straight gouge, 4” straight gouge, 
44” front bent gouge, %” part- 
ing tool. Said to be of ideal 
length for maximum tool strength 
and rigidity with cutting tip control 
tools cannot rust or tarnish. Plated 
and polished flutes make smooth, 
long thin cuts; edges are completely 
formed for partial cuts. Die cut pack- 
aging prevents tools from nicking or 
scratching each other. For more in- 
formation— 
Circle No. 285 on coupon, pg. 68 


Park Cycles 


The new M-506 deluxe model 
(shown) heads the 1956 line of park 
cycles manufactured by Murray Ohio 
Manufacturing Co., Cleveland 10, 
Ohio. 

Colors of the M-506 are metallic 
red, white and chrome. The frame is 
of 114-inch heavy-gauge steel tubing 
equipped with a large 2-inch head. 
Other construction features are ball- 
bearing crank hanger; new-type, re- 


movable double crossbar; 16-inch 
heavy-gauge, multi-spoke, ball-bear- 
ing wheels; coaster brakes; luggage 
carrier; chain guard; and “afety aid 
with 6-inch steel disc wheels and 34- 
inch tires with nylon bearings. Added 
eye appeal comes from the red plastic 
knuckle guards with streamers, 
double-block red vinyl pedals and red 
saddle with white piping. 


The M-507 is a 16-inch park cycle 
similar to the M-506 but has no cross- 
bar and no luggage carrier. The fin- 
ish is metallic green baked enamel 
with white trim. The M-507 has white 
wheels and white saddle with red pip- 
ing. It, too, has the red pedals and 
knuckle guards with streamers 

In the 14-inch size, the M-505 is 
colorful with its fathom blue, red and 
white finish. The smallest park cycle 
is the 10-inch M-501 which is red and 
white with a red metal saddle 

There are eight park cycles in 10, 
14, 16 and 20-inch sizes and in all 
popular price ranges, according to the 
company. For more information— 

Circle No. 286 on coupon, pg. 68 





NEW IMPROVED 


MINUTE MAN 


GUN BLUE 


ONE APPLICATION 


DEALERS! MINUTE MAN OFFERS YOU... 


A complete blueing kit to sell for only—$!.00—nationally advertised to stimu- 


late sales for you. 


2. A gun blue used and recommended by leading gun editors and sportsmen. 
3. A compact, colorful counter display holding 12-two ounce bottles. It sells 


itself. 


"*Gueranteed in every way"’ Money Back, if not Satisfied. 
APPROVED BY NATIONAL SPORTSMENS RESEARCH INSTITUTE. 
Write For Free Descriptive Folder. 

“Order from Your Jobber Now."' 


New Method Mfg. Co. 


SH-17 Bradford, Pa. 





Fam MARSHALLTOWN 


(GEC TY 
w 


MARSHALLTOWN TROWEL COMPANY s+ 


TROWELS 


MARSHALLTOWN, IOWA 
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Power Tool Kits 


Two new portable electric tool kits 
are being introduced by The Black & 
Decker Manufacturing Co., Towson, 
Md. for the gift-giving season. They 
are the Saw, Drill & Sand kit (shown 
here) and the Deluxe Fixkit. 


The Saw, Drill & Sand Kit includes 
a steel carrying case, a “ inch drill 
with geared chuck, a 5 inch saw at- 
tachment, and an orbital sanding at- 
tachment, along with 7 twist drill 
bits. Included as a special bonus to 
purchasers of this kit are patterns for 
building both a Foldaway workshop 
and a step stool. 

The Deluxe Fixit features a com- 
bination of accessories with a Black 
& Decker ™% inch drill, 7 twist drill 
bits, a horizontal bench stand, a buf- 
fing wheel, a grinding wheel, three 
sanding discs of different grits, a pol- 


ishing bonnet, a rubber backing pad, 
a can of special wax for power pol- 
ishing, and a tube of polishing and 
buffing compound. For more infor- 
mation— 

Circle No. 287 on coupon, pg. 68 


Gun Recoil Pad 


A NEW SHOTGUN recoil pad with de- 
sign changes has been introduced by 
the Philip S. Olt Co., Pekin, Ill. In 
the new pad, the customary side holes 


extend all the way through the pad, 
eliminating the hard center ridge and 
using the full cushion effect of the 
pad. This reduces recoil and distrib- 
utes it evenly on the shooter’s shoul 
der. The pad is made of Neoprene 
which is impervious to gun oils, stock 
dressings, moisture, sweat, and the 
weather, The surface of the butt face 
is specially molded to prevent snag 


ging on the rise, but will not slip 
when gun is fired. 

The pads are available in red or 
brown and are guaranteed with a list 
price of $3.25. For more information— 


Circle No. 288 on coupon, pg. 68 


Crow Hunting Helps 


A “crow hunting” package is being 
offered by the Toad Woodward Co., 
Lamar, Mo. The package includes a 
10-inch 78 RPM record of instructions 


demonstrations, a _  10-chapter 
book covering all I hases of crow 
hunting and Toad’s crow call, 
for $2.75. Regular discounts are offer- 
ed. For more information 

Circle No. 289 on coupon, pg. 68 


selling 





contractor 
or“doit | 
yourself”... re) 


‘a 


Fits Every Type of Caulking Gun 
Hole-in-top for metal nozzle guns, 
or insert the plastic nozzle 
supplied for drop-in guns. 


Cartridge Will Not Break or Dent 
Calbar Cartridge is resilient. 

will not break, dent or burst 

Eliminates costly spoilage 


Filled With Nation's Quality Caulk 
More than 35 years have gone into 
the perfection of super-elastic 
Calbar Caulk. ALL colors! 


Spouvted Cartridges, Bulk 
Containers 
available. Ask your jobber. 


CALBAR PAINT & VARNISH CO. 


2612-26 N. Martha St. - Philadelphia 25, Pa. 
Over 35 Yeors as the Nation's Leading Caulk Line 


bi 





ied 
Mi ij 


AX 





Plastic Nozzle 








& Guns also 


DBS A A 


IDEAL “IKE” announces... 
no more sagging shelves 
and closet rods 











| FOR SHALLOW 
| WARDROBE CLOSET 


New Ideal combination clothes hanger rod 
and shelf support eliminates shelf and rod sag 

Extruded Alcoa Aluminum rod smartly 
edges shelf and makes it rigid for full width 
of closet. Drill and saw to fit like lumber. 
No painting or upkeep necessary. Available 
in cartons of ten 10 ft. lengths, No. 700 and 





FOR DEEP 
WARDROBE CLOSET 








twenty-five 16 ft. lengths, No 725. 
write for prices and delivery 
IDEAL BRASS WORKS, Inc. 
250 East Sth St. + St. Paul 1, Minn. 
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the fresher the paint... Doll Carriage 
the faster it sells! A deluxe doll carriage is introduced 


by South Bend Toy Manufacturing 
Co., South Bend, Ind. Fenders, side 
rails, tubular handle and medallion 
are all chrome plated. The carriage 
is covered with rich blue embossed 
vinyl highlighted with deep blue 
hardboard sides. HARDWARE STORE, No. W. Florida 
in top city. Xint. profits. Ideal mn. hiway 
loc. 90 x 210 land w/blidg nel. Compl 
equip Well-estab! Priced right Dept 
No. 7448 


Build volume, repeat business 
in your paint department 
with 





HARDWARE STORE, §& I Florida, 
handles general lines of hardware, paint, 
floor coverings suto accessories etc 
Good location on main blvd fast grow 
ng city. Priced low for quick sale. Dept 
No. 7632 


HARDWARE STORE, 
XInt. profits. Estal 19 
Also handles a 


force sale. Price 


_ J HARDWARE STORE, Sout 
The cab features four concealed lh ae a aio 
1 impt sae 


bows and South Bend’s new full- Xint 
length Viso-Ramic visor. The car- Estab! 
riage converts to a stroller by means Pricec 
of a four-way adjustable handle, ad- 
justable seat back and foot well. The 
handle is 31 inches and 38 inches high. HARDWARE STORE. 
The carriage itself is 24 inches long. It XInt. profits. Ideal m1 
SR): ocubelt Beas, Sten, ©. 2, 5.5. 8 retails for approximately $14.00, For Compl. discount 
more information— Fully equip] 

Circle No. 290 on coupon, pg. 68 Priced right 





KING COTTON Bucket of Screwdrivers CHAS. FORD & ASSOC.., INC. 


[ 9 gee 
PL MBER Fuller Tool Co., Inc., 3522 Webster 6425 Hollywood 


Ave., New York 67, N. Y., has brought 
WICKING out the No. 329 Bucket of Screwdriv- 

ers. The assortment contains extra- 
large size screwdrivers, with hard- 
ened, tempered, and plated blades all 


FOR HANDYMAN _ branded “Advance Brand-Made in 
+ FOR PLUMBERS King Cotton U.S.A.” and guaranteed by Fuller. TIP OVER! 
PL ; . 

¢ HANDY UMBER 5 The BETTER SIGHT CAN HOLDER keeps 


TUBES } ; garbage can from tipping by wind or 
animals, Holds can off ground. Checks 


Ang s 28 














c bottom rot. Sturdy 7¥2 Ibs. steel. 
DISPLAY Ar» Adjustable to any can, 15” to 20” 


a H diameter. Beautiful emerald green. 
PACKAGED . =n anne . Money-back guarantee. $3.85 each 
-s ; For resale 50% discount 
WB on 12 or more units. 
‘ —_ * F. ©. B. Plant. 
‘Oo DECATUR CAN HOLDER COMPANY 


551 East College Avenue, Decatur, Ga. 
State franchises available 











SALESMAN WANTED 
To represent AAAI manufact 
building products ir Virgir 
Carolina, South Caro'ina and Georgi 
$ dt , sll on manufacturers listril 
end for samples - Soa dealers. Territ and 
ai P Jobber’s N The original Bucket, No. 319, con- established ew product 
Giving us your vonners Name. tained screwdrivers primarily de- . ——— a 
n re me 


signed for home-owners; the giant details su 
SOUTHERN HARDWARI 


r< < \); ‘ 
King Catfon CORDAGE size screwdrivers in No, 329 are made Peachtree St.. N.E., Atianta 8, Ge 
@ 








especially for the mechanic. Total re- 
JONN H. GRAHAM & CO. INC. tail value of No. 329 is $17.40; dealer 
105 Duane Street - New York 8, N. Y. cost is $11.60. For more information— 
Circle No. 291 on coupon, pg. 68 
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RESISTS THE 
EFFECTS OF 


Wright Hardware Cloth is woven to 
the specifications of Commercial 
Standard CS 132-46, issued by the 
U. S. Department of Commerce. This 
precision woven fabric utilizes hard 
drawn wire in place of the custom- 
ary annealed wires, giving strength 
and rigidity. Wrightweld Wire 
Cloth (flat wire selvage) is made 
n2x2,3x3and4x4 


E. L. Hornibrook Co 
Box 176, Avondale Estates, Ga 


Lawrence J. Baldwin & Son 
306 Carondelet Bidg 
New Orleans !2, La 


GF 


<A 
WRIG T WORCESTER MASSACHUSETTS 
ae 





PROVEN in SALES! PROVEN in USE! 


NEW ... improved 


self-chalking CHALK LINE BOX 
and plumb bob #125 


: af A Simple, sure 
Easy-swivel - »! Line-lock 


handle Z 
4: 

‘ 7 New, speed-fill 
slide opening 
; (No losable parts) 

, aes serrated 

Grip-edge 
$1.25 list 
with 50 ft. line 


avoilable with 100 ft. line 


ot extra cost 


All the PROVEN action and FAST sales . . . simple, 

trouble-free, fits the hand perfectly, and guaranteed 

against all defects. It’s the greatest box ever! 

CHALK 

Chalk Line Box +190 oteh 

with 50 ft. line CHALK ; 
$1.50 list LINE p-ect 

Deolers, for your jobber’'s name ond descriptive literature, write 
STRAIT-LINE PRODUCTS, Inc. 
P.C. Box 577, Costa Mesa, Calif. 











<3 ie @ 2 Se O80 
ate Beer 82 ay Babee Eee eek, 
AND DEALER PROFIT 


Exclusive water-proofing and uni- re 
form thickness prevents leakage 

and waste. Your customers will rs 
come back for more. Special atten- E 
tion given odd size cup orders. 

Advertised throughout the South and Southwest. 

Also, it will pay you to handle 


KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 


nl F. ADAMS, Inc. coal pve Si 








50,000,000 | 
CUSTOMERS ready and waiting for 











W. R. C. Smith Publishing Co. 

Department SH-56 C) New 
806 Peachtree St., N. E. C) Renewal 
Atlanta 8, Georgia 


Please enter my subscription to SOUTHERN HARDWARE for 3 years. 


Name 


P. O. Box or 
Street and No. - 





City dee _ — 


Firm a 





(C Enclosed find $2.00 C Send bill for $2.00 
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the new 
miracle 


crack-filler 


in 12 lovely colors! 


because... 


@ They patch to motch with Fix-o-crok! joints; oround doors and windows, in 


Comes in 8 decorator colors and 4 wood panelling ond furniture 

woodtones. For perfect matching all « Newer crumbles, chips, or crocks! 

colors are intermixible As strong as iron—Fix-o-crak bonds 
like give and losts forever 


® So easy to use! ' 


e Hol nail ne r curely 
Ready-mined—in the spout top tube olds nails ond screws se e 


Fix-o-crak practically squeezes itself * 
into the crack 


Newspopers everywhere ore printing 
the Fix-a-crak story! NBC's nationwide 
HOME TV show previewed Fix-c-crok! 


@ Repairs cracks anywhere! The national magazines are introducing 


in walls ond ceilings; ot tub and sink millions of people to Fix-a-crok! 


Available assorted or straight color — 98c retail 


EMBREE MFG. CO.,ELIZABETH 4, NEW JERSEY 


83 














ee ee a ee area ee ee 


¢7 





IIL 
‘a divi 
‘* 


Where Mrs. America 
and Her Family Vacation! 


Enjoy yous own anc, two or 
three bedroom ground floor vila 
Complerely furrashedd for race 


tion living 
VILLAS SIs 





BLICHERS 


Write todey for 
illustrated folder 
P. O. Box 1471—SHAG 
Daytona Beach, Fic. 


POLISHES ITSELF! People take a shine to 
Butcher’s. They keep coming back for more—and 
have ever since Butcher made America’s first floor 
wax. Cash in on it! How? Ask your jobber about it. 


ee ee ee ee en ee | 





ee ee eee es ee ee 


Ml GE THE BUTCHER POLISH CO. MALDEN, MASS. Gt Bl 


GIVE YOUR CUSTOMERS WHAT THEY ASK 
FOR-IT'S BAD BUSINESS TO SUBSTITUTE 


Name-Brand Merchandise means satisfaction to your customers, and 








money to you. Well-known, advertised brands pre-sell your customers 
before they set foot in your store. 


That's why you make your business stronger when you keep the force 
of famous brand names behind your selling. Let your customers know 
they can get from you the brands they know and want. Why be con- 
tent—or expect them to be content—with anything less? 





The prestige and reputation of these makers’ brands guarantee high standards of quality! 


Brand , Feunbilliin 


INCORPORATED 
A non-profit educational 


foundation 


37 WEST 57 STREET NEW YORK 19, N. Y. 
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Thrifty 1/3 H.P. 





deep-well 


DEMPSTER 


or 
Powerful 2 H.P. 


Deep Well 





Shallow-well 


Dempster Convert-o-jetmaster lets you offer the 
advantages of convertible water systems to fit most 
water conditions! No more trouble in areas where 
water conditions have made other seals fail — or 
where falling water tables have made a single pur- 
pose water system ineffective. In the Convert-o- 
jetmaster you get both durability and adaptability. 
The filters in the patented cartridge stuffing box 
in the Convert-o-jetmaster stand guard against sand 
and grit — filtering it out before it can reach the 
packing. This stuffing box means a better seal, low 
power loss and more pumping power. A removable 
bronze sleeve eliminates all wear on the motor shaft. 


Converte-jelmasler 


WATER SYSTEMS 


Dempster’s new Convert-o-jetmaster retains all the 
advantages of the Dempster Convert-o-jet line: 
Quick conversion from shallow well to deep well 
operation without extra cost except for the pipe; 
low investment (only slightly higher than Convert- 
o-jet models); choice of thrifty 4s or powerful 2 
HP ball bearing motor; top quality material and 
construction throughout. 

Dempster Convert-o-jetmaster will deliver to 835 
gals. of water from a shallow well — go down to 
90 ft. in deep well operation. 

For Trouble-Free sales — feature the Trouble-Free 
Dempster Convert-o-jetmaster! 


Write or call today for new 4-page Convert-o-jetmaster folder! 





DEMPSTER MILL MFG. 
BEATRICE, 


Branches and Warehouses: Omoha, Nebraska; Kansas City, Missouri; Des Moines, lowe; 
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Texas; San Antonio, Texas. 
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> Farm Prices 


Farm prices have gone up 11% since the start of 1956. They climbed 2% 

in the month ended June 15, rising to 247% of the 1910-14 average. The 
mid-June figure compares with 241% on June 15, 1955, the first year-to- 
year gain since August, 1952. 


> Commodity Highlights 


Cash receipts from dairy products are above 1955 and for year asa 

whole will approach the record of 4.6 billion dollars reached in 1952... 
Record carryover of about 43 million tons of feed grains, means another 
big supply for 1956-57 if farmers have a near average growing season . 
Prices received by farmers for summer vegetables are expected to be 

as high as last year. . . Prices for middling 15/16 inch cotton have aver- 
aged around 35.50 cents per pound in recent weeks. 


Farm Income 


In the first five months of 1956 cash receipts from marketings totaled 
about 10 billion dollars, slightly below the 1955 period. Cash receipts 
in May totaled 2 billion dollars, up slightly from April and about the 
same as in May a year ago. 


» Factory Shipments 
Reports by manufacturers indicate that the value of farm machines and 
equipment shipped in April was 5% below March and 34% below April 1955, 
while the value of shipments including tractors was 3% above March, but 
16% below April, 1955. 
Farm Employment 
The number of farm workers rose more than seasonally during May from 


7.7 to 8.7 million with the number of hired hands rising somewhat more 
than seasonally from 1.5 to 2 million. 


Cotton 


Exports of cotton from August, 1955 through April, 1956 were about 1.5 
million bales, about 1.4 million bales less than in the same period 

a year earlier. Cotton consumed by domestic mills is running at an 
annual rate of about 9.2 million bales for the 1955-56 season, 

down slightly from the same period of the previous year. 


Soil Bank 

Some manufacturers, noting latest proposals to idle as much as 50 million 
acres (15 out of every 100 acres harvested last year), believe soil 
bank program may do their business more harm than good. They feel 
that much land can't be taken out of production without seriously affect- 
ing machinery sales. 
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It's Designed for Sales, 


I’ YOU HAD $31,000 with which to Georgia, had an opportunity to brick, the new building and its 
build a new facility for sales draw on his 17 years of selling storage areas cover four full acres 
and service what features would farm equipment in answering that at the junction of Highways 16 and 
you put into it? question when he built his new 29, three miles south of Newnan 
Dr. C. A. Moody, Newnan, plant last year. Built of jumbo Among its special features are 
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21 corrugated plastic, translucent 
roofing strips that practically 
eliminate any need for daylight 
lighting; a parts department with 
“a place for everything and every- 
thing in its place;’” an assembly 
room and kitchen for staff meet- 
ings, sales meetings and com- 
munity service activities; a show- 
er-dressing room for mechanics, 
and a three-acre display area for 
one of the largest selections of 
tractors and farm implements in 
west Georgia. 

“IT had looked for a location for 
a new building for five years,” Dr. 
Moody said. “I wanted to have one 
of the most modern. up-to-date 
operations I could have, and when 
I decided to build my plant here, I 
just came out and laid down the 
stakes. I didn’t have a blueprint at 
any stage of building. As the 
builder went along, I just told him 
what I wanted. 

“This building is built primarily 
for comfort, light, and visual dis- 
play,” Dr. Moody continued. “‘The 
16 x 60 front display area is en- 
closed by 7 x 9 foot panel, wrap- 
around windows—in the front and 
on the right side. In addition, a 12- 
foot overhead operating door is at 
the east end of the area. This 5- 
panel door has three panels 
glassed for greater visibility. 

“There is an amazing amount of 
light introduced to the interior of 


a 


By C. L. Lorentzson 


| Service—and Comfort 





Company's well-organized parts department contains an inventory valued 
at $35,000. Shown above with customer are Dr. Moody, left, and Mrs. 
Julia Short, bookkeeper, who maintains the parts control system 


the building through the 21 corru- 
gated plastic elements 
These strips are two feet wide by 
12 feet long and are equally spaced 
in three columns of seven each 
I'll bet my light bill isn’t 10 cent 
a day with this feature,” Dr 
Moody said. “It’s rare that we 
need lights, even for work in the 
repair shop.” 

The corrugated steel roof is sup 


roofing 


ported by a bow-string structure 


of steel trusses. One and one-half 
inch fiber glass insulation seals the 
building tightly. Only two thermo 
statically-controlled heaters are re 
quired to keep the 7200 square 
feet of space comfortable during 
the severest weather 

A neat and orderly parts depart 
ment, systematically arranged, i 
the only way to operate with a 
minimum number of personnel, ac 


cording to Dr. Moody We started 





New store's two-acre display lot accommodates huge stock of machinery 
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In this assembly room, which has fully-equipped kitchen, Dr. Moody enjoys 

break with, left to right, Joe Z. Lewis, Mrs. Potts, Joe B. Cannon, and 

Woodrow W. Key. This room is used for company sales meetings and is also 
available for community meetings of various types 


our parts inventory with a $150.00 
parts order,” he reminisced. “As 
we sold machinery and got an 
order for a part, we would order 
that part plus one. After we had 
established the sales potential of 
the part, we would order the num- 
ber we needed and keep them in 
stock. Today, we have better than 
$35,000 in parts inventory that 
turns over rapidly. 

“Our parts department is set up 
logically, and it is kept that way. 
We have one bin for cultivators, 
one bin for motor parts, one bin 
for allied parts, one for harvester- 
combine parts, one for nuts and 
bolts, one for lock washers, cotter 
keys, woodruff keys, and so forth,” 
Dr. Moody explained. 

“We control our parts through 
the standard inventory card sys- 
tem; however, we make a point 
to post these cards from our in- 
voices daily. We have little need 
for the red ‘out-of-stock’ tabs, be- 
cause we don’t let our stock get 
that way. We order parts every 
day, if necessary.” 

A fully-equipped assembly room 
is an unusual feature of Dr. 
Moody’s building. This room is 12 
feet wide and 32 feet long and has 
a variety of important uses. “I put 
that room in for a number of 
reasons,” Dr. Moody said. “First, I 
wanted a place where the em- 
ployees could have their lunch. 
They often bring their food and 
prepare it here. For that purpose, 
I put in a refrigerator, an electric 
stove, sink with hot and cold 
water, cabinet space, and a deep 
freezer. 

“In addition to lunch, I set up a 
coffee break for the folks at 10 a.m. 
and 3:30 p.m. This is a good prac- 
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tice, because it refreshes them. If 
a mechanic rests for 10 minutes, 
sits down in the assembly room 
and has a coke or cup of coffee, he 
does better and faster work during 
the remainder of the day. I don’t 
have to check up on this privilege. 
It isn’t abused. 


“We, also, use the assembly 
room for brief staff meetings, 
meetings with factory representa- 
tives, and for customer sales meet- 
ings,” Dr. Moody continued. In the 
latter case, he periodically invites 
from eight to 12 farmers to the as- 
sembly room for dinner in the 
evening. After the meal, he sched- 
ules the showing of films by a fac- 
tory representative. Dr. Moody 
knows what farm equipment the 
farmers attending need, and the 
films are selected to show equip- 
ment in which they will be in- 
terested. After the films are shown 
a tour of the plant and its facilities 
is made. 

“I may not make a sale that 
night,” Dr. Moody says, “but it is 
highly probable that I will take an 
order in the very near future.” 

The assembly room and the 
front display area have proven in- 
valuable for community promo 
tions. Frequently, local club meet- 
ings are scheduled by the county 
home demonstration agent in the 
assembly room during the day 
Thus, farm wives are introduced 

(Continued on page 111) 


Built of jumbo brick throughout, the new facilities emphasize comfort, light 

and visual display. New equipment is stored on lot at left which is covered 

with gravel. This view of parts department, below, shows orderly arrange- 
ment of stock. Note display of literature at left 
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Trailing moldboard plows Fast-Hitch moldboard plows 
—1 to 3 bottoms 
—2 to 5 bottoms 


Two-way Fast-Hitch moidboard Fast-Hitch disk plows . . 
plows—1 and 2 furrows Two-way Fast-Hitch disk 


McCormick plow for every prenpert creating 


—2 to 4 furrows 
plows—3 furrows 





Fast-Hitch harrow 
plows—4-disks 


Sales Opportunity Unlimited for IH dealers 


From these and many others of the 48 models and 98 sizes, IH 
dealers can select and stock McCormick plows which match each 
prospect’s soil, power, and cropping system exactly. The result: 
Sales Opportunity Unlimited, because every farmer is a prospect! 


Hi-Clear cane, 
and disk plows 


Chisel plows—7, 10, 
11, 13, 14, and 17-foot 
widths. 


SEE YOUR 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use— McCormick Farm Equipment and Farmall Tractors D EALE R 


... Motor Trucks... Crawler and Utility Tractors and Power Units—General Office, Chicago 1, Illinois. 
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Here is a high clearance spray 
machine in action. How 13 such 
machines worked out in Arkansas 
last year is told in the accom- 
panying article 


High Clearance Spray Machines 


Oe of the most recent innova- 
tions in cottom production in 
Arkansas is the use of high clear- 
ance spray machines. These ma- 
chines offer the possibility of ap- 
plying insecticides to cotton at less 
cost. Since there is little or no dif- 
ference in insecticide cost per acre 
between dust and spray, interest 
becomes centered on the least ex- 
pensive method of making the ap- 
plication. 

Recently, 13 of these machines 
which were used in Jefferson, Lin- 
coln, and Lonoke counties in 1955 
were studied. Results of the study 
indicate that when more than 1,000 
machine acres of cotton will be 
covered during the year, using the 
high clearance spray machine may 
be more economical than hiring 
someone to apply insecticide dust 
by plane. 

The 13 machines were used to 
apply insecticides and defoliants 
to about 27,000 machine acres. In- 
secticides were applied to 4,523 
crop acres of cotton, which were 
covered an average of 5.6 times 
each or a total of 25,500 machine 
acres, Each machine handled on 
an average about 350 crop acres of 
cotton. 

The total cost of making insec- 
ticide applications with high clear- 
ance spray machines falls into two 


*This article is reprinted from the 
summer issue of “Arkansas Farm Re- 
search” published by the Arkansas 
Agricultural Experiment Station. The 
author is assistant rural economist. 
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*By James H. White 


categories — fixed cost and vari- 
able cost. 

The price of these machines, 
purchased in 1955, averaged $1,552 
and farmers expected them to have 
an average useful life of about 54% 
years. From this, annual depreci- 
ation was estimated to be $284. In- 
terest was charged at 6 percent 
on the average investment in the 
machine, or an annual interest cost 
of $47. Thus, the total annual fixed 
cost was estimated to be $331 per 
machine. 


Fixed cost per machine acre 
varied inversely with the number 
of machine acres covered. Aver- 
age fixed cost per machine for a 
machine covering 1,000 machine 
acres was estimated to be $0.32. 
The figures were $0.17 and $0.12, 
respectively, for machines cover- 
ing 2,000 and 3,000 machine acres. 

Variable cost consisted of re- 
pairs, labor, fuel, and lubricants. 
For each machine applying insec- 
ticides to about 2,000 machine 
acres, the total cost of these items 
was estimated to be $192, or an 
average of about $0.10 per ma- 
chine acre. 

(Continued on page 105) 





Table 1, Estimated Total Cost of Applying Insecticides with High Clearance 
Spray Machines at Different Levels of Use, 1955 
Estimated cost per machine acre 


Machine acres Average 
covered fixed cost 
1,000 $0.32 
2,000 0.17 
3,000 0.12 


Average Average 
variable cost total cost 
$0.10 $0.42 
0.10 0.27 
0.10 0.22 


Table 2, Comparison of the Total Costs of Applying Insecticides with a High 
Clearance Spray Machine and by Custom Application 


Acres Average 
of number of 
cotton applications 


500 4 
750 4 


1At a custom rate of about $0.04 per pound of dust applied and 


dust per acre per application 


Machine 
acres 
covered 
250 4 1,000 
2,000 
3,000 


Total cost for season 
Spray machine Custom! 
$420 $480 
540 960 
660 1,440 


about 12 pounds of 
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Striking out 
on the 
Slow ones? 


THE GOULDS TEAM* HAS YOUR ANSWER 


If your pump profits are tied up in big, slow-moving 
inventories — it's time to let the Goulds Team go 


to bat for you! 


Your Goulds Distributor and Goulds Representative 


can show you how to do more pump business with 


SK we 


less dollars invested how to make more money 
y 


*Gordon Andrew (at right above) of 
W.T. Andrew Co., Detroit, and Cari 
Laib, Goulds Representative, team 
up to help Goulds Dealers in eastern sellers in your area—and back up your sales with 
Michigan. 


They'll help you select a balanced stock of best 


prompt deliveries of pumps and parts from nearby 


distributor stocks 


The Goulds Team is in business to help you sell 
Goulds Pumps. Call your Goulds Distributor—or 


write us for full details 


GOULDS PUMPS, INC. Dept.SH-86SENECA FALLS, N.Y 





A Complete Line of 
Pumps for every Farm 
and Home Need 


/ You get MORE with GOULD S PUMPS 
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ohn Deere Plows 


Lead in Modern Design for 
Fast, Good Work Behind Modern Power 








Matched to the power of modern tractors, 
John Deere Plows fully answer the problem 
of plowing at faster speeds . . . of getting 
more work done per day without the slight- 
est sacrifice in seedbed quality . . . of cutting 
plowing costs. 


No other plow design combines shock- 
absorbing strength with trash-shedding 
clearance so effectively as John Deere 
Truss-Frame design. No other plow bot- 
toms can beat John Deere High-Speed 
Light-Draft Bottoms for fast, good work 
and fuel economy. No other plow is so 
precisely adaptable to’ soil and working 
conditions as a John Deere with its wide 
range of easily made “fine line” adjust- 
ments. 


Backed by 119 years of plow-building 
“know-how” . . . product of master plow 
designers working hand in hand with mas- 
ter craftsmen . . . no wonder John Deere 
Plows lead the field. 


JOHN DEERE 


MOLING,., tC. 


“Wherever Crops Grow, 
Theres a Growing Demand 


Jor Sohn Deere Equipment.” 











Systematized inventory control i 


Boosting Parts 


| gg teow STOCK orders monthly 
instead of yearly not only has 
given the William J. Hanley com- 
pany, Randallstown, Maryland, 
closer control over the parts de- 
partment, but has permitted a 
much more varied inventory of 
parts for a smaller capital invest- 
ment. 

The improved inventory of parts 
naturally has meant better cus- 
tomer service, and in addition the 
new buying procedure has been 
accompanied by better use of 
available parts space, plus a lower- 
ing of costs on emergency orders. 

Leo P. Blair, parts manager, is 
sold on the merits of the new sys- 
tem: 

“Service has always been the 
theme of William J. Hanley’s. 
Maintenance is the backbone of 
our business, and parts the key to 
an efficient maintenance service 
for customers. Moreover, parts are 
highly profitable in a farm equip- 
ment operation, and the dealer 
who is not handling this depart- 
ment with maximum efficiency is 
letting good profit slip through his 
fingers,” Blair said, indicating a 
parts stock of $25,000. 

“If you are going to give cus- 
tomers the service that will save 
them money and avoid loss of time 
and labor, having parts in stock 
when the customer needs them is 
of basic importance. Likewise, if 
you wish to avoid lost sales or 
deadstock—the results of under- 
buying or over-buying—efficient 
parts control is a must. 

“The better the recording sys- 
tem you have, the better service 
you can give and the greater will 
be your profits from parts.” 

Last year William J. Hanley had 
a 20% gain in parts sales volume 
over the ’54 season, and this year 
another 20% gain is anticipated. 

In previous buying procedure a 
study was made of the last year’s 
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sales of each item carried 
in inventory. On this basis, 
stock orders for an entire 
year were placed. For ex- 
ample 50 oil filters would 
be purchased to cover 
needs for the entire year. 
Under the current system 
of monthly ordering, 12 oil 
filters may be ordered as 
the month’s supply. This 
means that a good deal of 
guesswork is taken out of 
purchasing, and less cap- 
ital is tied up in parts 
that may not be sold for 
months. 

“It means too that 50 
oil filters can be paid for 
over a five-month period 
Instead of making a large 
capital outlay for one item 
that same amount of cap- 
ital can be spread over 
other items, and the wider 
the variety, the better cus- 
tomer service we can 
give,” Blair explained. 

In the old system, the annual 
study of inventory needs was 
time-consuming, and a large ele- 
ment of doubt existed because of 
long-range ordering. Now this is 
eliminated as cards are checked 
daily and a depleting stock is 
noted immediately. 

“The new system has cut down 
considerably on the number of 
trips we would have to make into 
Baltimore to get emergency parts. 
It used to take us three or four 
hours—sometimes in the busy 
season—to make a trip. It could 
mean the loss of a customer’s hay 
crop,” Blair said. 

“But now, with better controls, 
we go into Baltimore only when a 
major breakdown is_ involved. 
Trips are far less costly on these 
emergencies, and we come out 
ahead.” 

There must be at least two calls 


Prior to placing monthly stock orders, 
Parts Manager Leo P. Biair checks in- 
ventory cards, noting red tabs which 
indicate those parts in short supply 


for an item before it is stocked. 
One sale per year on an item does 
not warrant stocking. On some 
items, 80% of the sales volume of 
the previous season is ordered, but 
this percentage may be higher on 
fast moving parts. In other words, 
the formula for buying varies in 
accordance with the item. 

Upon the receipt of monthly 
supplies, red tabs are removed 
from inventory cards. If an item is 
not in stock at the suppliers, a 
green tab is placed on the card to 
indicate a back order so that re- 
ordering of this same item does not 
take place. It means, too, that 
three or four people can handle the 
files and there will be no con- 
fusion in ordering. 

“There is an important savings 
in space too. When a large quantity 
of brake linings was previously 

(Continued on page 105) 
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_ WAY PROMOTION 
PROGRAM 


Helps you sell more Kaiser Aluminum Farm Roofing! 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


Farm Servicg 
FREE | You and your store will be on Sar 
eee - the cover of these attractive JOHN Suary 
direct mail pieces when you become LUMBER co 
a Kaiser Aluminum Farm Roofing on oo 
Dealer. Each mailer includes a 
timely newsletter of spe- a 
cial interest to your best 
prospects. You provide a mailing list of 
selected customers —we provide postage and 
ressive karmet a\ all printing and mailing. 
» Farm Jourhe- 
A “7 





Prod 


National and local advertising! Big consumer and farm mag- 

® azines—like Farm Journal, Progressive Farmer, Successful Farm- 
ing—consistently sell advantages of Kaiser Aluminum Farm Roofing 
...the modern roofing that’s light, strong, easy-to-handle, rot-proof 
and forever rust-proof. Also ads in local newspapers and local radio 


commercials reach prospects right where you do business. 


Free display rack and farm building plans! Sturdy, wire-frame 

® display rack fits on counter or wall...permits fast customer 

selection from eleven building plans. Most feature low-cost, pole 

type construction and show in detail how easy it is to build with 

Kaiser Aluminum Farm Roofing. You get the rack and a complete 
set of plans free! 


eee e eee ee eee eeeeeeeeeee 


i r you. 
t this 3-way promotion program to work for y 


Mail this coupon today! 
Kaiser Aluminum & Chemical Sales, Inc. 


Dealer Service Division, Room 688! 
1924 Broadway, Oakland 12, California 


© e 
Kaiser Aluminum Please send information on Kaiser Aluminum Roofing and 
Siding, and include details on the advertising program. 
The quality roofing for better farm buildings NAME ____ 
ADDRESS 


Kaiser Aluminum Roofing and Siding, Roll Valley Flashing, 
Welded-Clad Irrigation Pipe, Shade-Screening 


SOUTHERN FARM EQUIPMENT Section for AUGUST, 1956 








“You can write a real success 
when you grow with 





says EMMETT “CHAS” CHASTAIN, owner Chastain Tractor Co., Cairo, Georgia 


CHASTAIN TRACTOR CO. 


pFERO TRACTOR Bot assess | nes 


LUIS 


ee 


hie ees, : 


In six years, Chastain triples his net worth 
-+-sets the pace for competition... 
buys a handsome new home! 


Less than six years ago, Emmett “Chas” Chastain 
was working for the other fellow—as a territory 
man in southern Georgia for the Ford Tractor 
distributor. Since that time, his own abilities— 
plus a Ford Tractor and Implement dealership 
—have made him outstandingly successful in the 
farm equipment business. 

It all began in October of 1950, when “Chas” was 
sitting in a Cairo, Georgia restaurant, talking with 
his boss and the local Ford Tractor dealer. The dealer 
said something about selling. “I'd like to buy you out,” 
Chastain said, “if I can swing it with your help.” 

“Chas” got the help he needed, and he’s been 
growing and prospering ever since. In fact, the 
business is valued at more than three times the 
amount invested in 1950. Last year alone Chastain’s 
sales volume was in six figures. 


Chastain says that in his territory more farmers 


OE tnanee 


now own Ford Tractors than any other make. 
Despite drought conditions over the past three years, 
his sales volume has held steady. 


There are several reasons for Chastain’s success. 
One is his own native business ability, and his 
knowledge of farmers. Another is his wife, Mary, 
who is an active partner in the business. She’s a 
big help in keeping books and handling other im- 
portant details. With their three children, they 
live in a fine new ranch home, built mostly with 
earnings from the dealership. 


Another big factor—according to “Chas” himself 
—is the versatility and adaptability of Ford Tractors 
and Implements. The highly diversified farming in 
his area has made this an especially important 
advantage. Even more important, Chastain says, 
is farmers’ confidence in Ford and its reputation 
for fair dealing. 


Advantages like these have helped make Emmett 
“Chas” Chastain successful. They can help you 
achieve success, too—just as they have for dealers in 
all parts of the country. As “Chas” Chastain will tell 

ou—“It’s better to be with Ford than to watch Ford!” 


TRACTOR AND IMPLEMENT DIVISION 
FORD MOTOR COMPANY 


BLYVai 109 


Birmingham, Michigan 
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~ FORD! 





“Chas” says, “With Ford you can stock 
a complete parts inventory with less capital... 
offer all the parts and service farmers need!” 


Service follow-through has been the cornerstone of 
Chastain’s business. “Chas” and his competent service- 
men see that every repair job is handled right. And 
they also get out into the field regularly to check the 
performance of the equipment they have sold. 


And “Chas” knows what the farmers need in the way 
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of equipment. He finds it easy to keep what they want 
on hand, because Ford Equipment is built for versatility. 

When a farmer needs a repair part, he knows “Chas” 
will have it. Chastain feels that he has a decided 


advantage over competitors because of the wide inter- 
changeability of Ford Tractor parts--making it possible 
to maintain a complete parts inventory with a relatively 
small investment. 


For instance, to service 11 Ford Tractor models 
takes less than half the total number of parts required 
to service only four models of a leading competitive 
make. Correspondingly, it takes only about half the 
capital investment. 

Another thing—Chastain knows how to find and 
hold good men. Men like salesman Albert King, parts 
manager Melvin Knight, service manager Jack 
Williams, and mechanic James Vick have been with 
him from the beginning. 
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New Farm Elevator 
Announced by Ford 


A NEW FARM elevator designed 
to move a wide variety of materials 
with minimum cost and exertion is 
announced by the Tractor and Im- 
plement Division of Ford Motor 
Co., Birmingham, Mich. 

“Introduction of the Dearborn 
elevator extends Ford’s ‘New Day 
Farming’ concept into an area 
where important savings in labor 
are still possible,” said E. H. Woods, 
general sales manager. “The Dear- 
born elevator is designed for high 
capacity handling of a wide variety 
of materials and crops, including 
baled hay, which once had to be 
moved laboriously by hand.” 

The Dearborn elevator has a 
20142-inch wide trough. Flights are 
spaced 14 inches apart on double 
chains to assure positive movement 
of material. 

Available in lengths from 30 to 
60 feet, the elevator is of galvan- 
ized box frame construction, with 
16-gauge steel upper troughs and 
14-gauge steel in the return 
troughs. Despite its extremely rug- 
ged construction, it is so well bal- 


anced that one man can position - 


and operate it. 

Roller bearings are used in the 
wheels and on the boot and head 
shafts, while rugged angle iron 
trucks and a geared and sheaved 
lift assembly provide easy raising 
and transport. 

The boot section has shelled corn 
screens as standard equipment. A 
bale-width, spring-balanced drag 
hopper is available for convenient 
unloading of wagons and trucks. 

Other options available with the 
new Dearborn elevator include: 
gravity hopper; bale chute; motor 
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mount for electric motor or gaso- 
line engine, or power take-off shaft 
and shield for tractor power opera- 
tion; three swivel delivery spouts 
in 4-, 6-, and 8-foot lengths, or a 
6- to 10-foot telescoping swivel de- 
livery spout; a standard duty 
transport truck for elevators up to 
40 feet and a heavy-duty trans- 
port truck for those over 40 feet; 
truss rods for elevators over 40 
feet, and a right-hand drive unit 
to permit operation by tractor 
P.T.O. from either side of the ele- 
vator. 


+ 


Century “Jet” Adapters 
Permit Wider Spraying 


A NEW METHOD of spraying a 
swath up to 70 feet wide with a 
regular six-row or 21-foot boom 
sprayer is announced by Century 
Engineering Corp., Cedar Rapids, 
Iowa. 

A pair of Century #612 “Power 
Jet” nozzles attached to the ends 
of the boom, will add up to 50- 
foot coverage yet not reduce the 


maneuverability of the sprayer 
When this wide coverage is not 
needed, the nozzles can either be 
closed off or removed. These at- 
tachments can be used on any 34- 
inch boom pipes. 

The “Power Jet” nozzle attach- 
ments also can be used for fence 
row or roadside spraying to give 
extra wide coverage even when 
using one section of a boom. 


” 


Wood Bros. Introduces 
New Caster Wheel 


Woop Brothers Manufacturing 
Co., Oregon, Ill., announces a new 
style caster wheel on its Model 
M80 Rotary Mower-Shredder. 


With the new caster wheel, the 
cutting height of the mower is ad- 
justed in a matter of seconds by 
loosening one nut, moving the 
wheel up or down and retighten- 
ing the nut. The wheel swivels 360 
degrees, has a non-pneumatic 
puncture-proof tire and is Timken 
Bearing equipped. The complete 
caster wheel weighs 83 pounds and 
can be used with all Wood’s trac- 
tor-mounted mowers with 61-inch 
and 80-inch cutting swaths. 

A catalogue showing the new 
caster wheel on the latest models 
of Wood’s Mower-Shredders is a- 
vailable. 
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for top quality in plastic pipe... 


INSIST ON THIS BeWAY PRoTECTION 


fe” 


/ ] 
The / / 
YARDLEY ] 
imprint ’ ! 
/ The seal of approval 
of The National \ 
Sanitation Foundation \ 


\ 
The Du Pont 
“Alathon” 25 green tag 


NOW you can always be sure of getting 
top value in every foot of pipe you buy 
Yardley . . . the plastic pipe of guaranteed 
quality Offers three-way identification for 
your protection 


Every foot bears the Yardley imprint and 
The National Sanitation Foundation’s seal of 
approval for drinking water. Look for the 
“Alathon” 25 green tag, certifying that 


Yardley plastic pipe is made of Du Pont “Ala- 
thon” 25. This new polyethylene resin, devel- 


oped by Du Pont specifically for the produc- 


tion of pipe, provides higher burst strength 
and permanent toughness—qualities that as- 
sure lasting satisfaction 


Insist on Yardley—the plastic pipe made 
of “‘Alathon”’ 25—look for the three-way 
identification 


Use Yardley Twin-du-it pipe for jet pumps 
and Sub-du-it for submersible pumps. 


ef in Canada: Daymond Co., itd., Chatham, Ont ° Export Soles: F. ond J Meyer, 115 Brood St 


New York 4. USA 


\ sf 
@ = ey YARDLEY PLASTICS CO. 1:42 PARSONS AVENUE. COLUMBUS 15. OHIO 
c= \ 
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100-bushel model has sidewalls with wood at bottom to reduce corrosion, metal on top for added strength 


Just what the dairyman ordered! 


With New Holland’s new family of spreaders, shopping 
for a manure spreader stops at your store. Here’s where 
a shopper becomes a buyer whether he’s a dairyman or 
cattleman—big or small. 

Starting off with two basic capacities— 100-bushel and 
130-bushel— New Holland dealers can match up as many 
as ten specific variations to pin-point any prospect’s 

a , needs. This complete lineup has just the right combi- 

Forage wagon is 130-bu. spreader with exten- nation for steep fields, soft fields, pen-packed ‘manure, 

sion sides and mixing hood . . .unloads complete- liquid manure, poultry manure and silage or green feeding. 
ly automatically. No forking needed to unload . . 

into a forage blower, trench silo, feed bunks. For instance, the 100-bu. model comes in either ground 

drive or P.T.O. with wheel and tire sizes to best suit 

ground and spreading conditions. Or, take the 130-bu. 

model—it’s 3 machines in 1 . . . a heavy-duty manure 


Bunk feeder is 130-bu. spreader with the addi- 
tion of the cross-conveyor attachment and 
extension sides. One man can handle several 
hundred animals in less than an hour. 
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130-bushel P.T.O. spreaders with 2 or 4 wheels . . . both convert to ome box or bunk feeder 


Just what the cattleman ordered! 


spreader, a self-unloading wagon, and a bunk feeder. 
Available in 2- or 4-wheel design. 

What a package fo sell! This fall you needn’t let any 
prospect get away because you don’t have exactly what 
he wants or needs. 

When this news hits your community be sure you're 
ready with your stock of New Holland spreaders. Every- 
one’s going to want to see them. Order today. 

In case you’re not already a New Holland dealer, but 
you'd like to know more about us, please write: New 
Holland Machine Co., New Holland, Pa. A subsidiary 
of Sperry Rand Corp. 


130-bu. four-wheel 2% 
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% BIG SAVINGS 
ON PARTS! 


30% of parts in New Holland’s new 
family of spreaders are interchangeable 
. smaller inventory . turn over 
your parts dollar sooner 
give faster, better service 


Automatic bunk feeder Automatic self-unloading wagon 











Orchard Model Version 
of IH 300 Presented 


THE ORCHARD Model version of 
the International 300 Utility trac- 
tor is streamlined in appearance, 
according to International Harv- 
ester Co., 180 North Michigan 
Ave., Chicago 1, II. 

Fenders, skirts, and cowling are 
designed to permit the tractor to 
work close under trees in groves 
and orchards with the least possi- 
ble disturbance to branches and 
fruit. The tractor lights have been 
lowered out of the way of over- 
hanging branches. The platform 
and seat have been lowered and 
the seat folds back to give the op- 
erator plenty of standing room and 
more protection when driving 
under low-hanging branches. 
Brake and clutch pedals are re- 
arranged for easy operation from 
the standing position. Fender 
skirts over wheels can be removed 
for servicing. 

Orchard equipment for the 
tractor is made by the Gaynor Iron 
Works, Jacksonville, Fla. 

The International 300 Utilitv 
tractor shown in the accompany- 
ing photograph is pulling a Mc- 
Cormick 41-A offset disk harrow, 
with rounded frame mounted be- 
low the tops of the disk blades to 
eliminate interference with low 
branches in a Florida citrus grove 


e 


Brillion Introduces New 
Shredder-Harvester 


BrRILLION Iron Works, Brillion, 
Wis., announces that with its new 
Shredder-Harvester crops can be 
shredded, gathered and loaded in 
one operation. The implement com- 
bines the features of Brillion’s 
Cut-All Rotary Shredder with a 
newly designed blower called the 
Cobra-Head. 

The new Shredder-Harvester is 
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built to cut, gather and load grass 
for bunk feeding, combined grain 
straw and picked corn stalks for 
bedding. With the blower unit dis- 
engaged the Cut-All Rotary Shred- 
der will handle any type of shred- 
ding from corn stalks and pasture 
clippings to heavy brush and 
orchard prunings, the manufac- 
turers state. 

The Rotary Shredder features 
PTO drive with three needle bear- 
ing universal joints to prevent 
binding or locking on turns, re- 
duce danger of damage to the 
tractor and add maneuverability. 
The exclusive slip-clutch blade 
control is designed to reduce 
shock and prevent damage to the 


shredder, tractor gears, bearings 
or clutch. 

The Cobra-Head blower features 
a 30-inch diameter fan which at- 
taches to the shredder housing and 
drives off the power take-off. No 
belt drives are required. Protec- 
tion against overload on the blower 
assembly is provided by a_ uni- 
versal shear joint. The big fan will 
readily handle the heaviest bed- 
dling or feed crop after shredding. 

Design of the new Shredder- 
Harvester permits easy attachment 
of the Cobra-Head blower to any 
model Cut-All Shredder presently 
in the field: standard or offset. 

The new Brillion Shredder- 
Harvester is available at $965 
f.o.b., Brillion. 


Cotton Mechanization Conference 
to Be Held August 22-24 in Atlanta 


WAyYs OF realizing the full poten- 
tial of mechanization for reducing 
production costs, improving grow- 
ers’ incomes, and putting cotton in 
a better position to meet price 
competition will receive special 
emphasis at the tenth annual Belt- 
wide Cotton Mechanization Con- 
ference. 

The conference will be held 
August 22-24 in Atlanta at the 
Biltmore Hotel. 

A searching look into the ques- 
tions of how big a future cotton 
may have—and how strongly the 
answer depends on progress in 
farm technology—will keynote dis- 
cussions. The role of conservation 
farming in efficient production, a 
subject of particular importance in 
the Southeast, will be singled out 
for close attention. 

R. Flake Shaw, executive vice- 
president of the North Carolina 
Farm Bureau, will open the con- 
ference the morning of August 22. 
Delegates will be welcomed by Dr. 


C. C. Murray of the University of 
Georgia, host institution for the 
meeting. 

After a half-day speaking ses- 
sion August 23, delegates will 
travel by bus to the Georgia Agri- 
cultural Experiment Station neal 
Griffin for a demonstration of re- 
search work on mechanization of 
pre-harvest cotton production 
practices. J. G. Futral, head of the 
University’s department of agricul- 
tural engineering, will direct the 
demonstration 

The conference will end August 
23, but research and design engi- 
neers from the farm equipment in- 
dustry, USDA, and land-grant col- 
leges will stay over the following 
day for a technical workshop, it 
was announced 

The mechanization conference is 
sponsored by the National Cotton 
Council, in cooperation with the 
University of Georgia, farm equip- 
ment industry, USDA, farm organ- 
izations, and other groups 
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Spray Machines 


(Continued from page 92) 


Thus the estimated total cost per 
machine acre of applying insecti- 
cides was $0.42, $0.27, and $0.22 
for levels of 1,000, 2,000 and 3,000 
machine acres, respectively (Table 
1). 

If a custom operator is engaged 
to apply insecticide dust by plane, 
the charge is usually made in 
terms of cents per pound applied. 
During the 1955 season, custom op- 
erators charged about $0.04 per 
pound for dust applications. On 
this basis, a 12-pound application 
would cost $0.48 per machine acre. 
If 15 pounds of dust are applied, 
the cost would be $0.60 per ma- 
chine acre. 

A comparison of the total costs 
of applying insecticides by these 
two methods is given in Table 2. 
This analysis indicates that a farm- 
er with 250 acres of cotton, who 
makes as many as four insecticide 
applications annually, will have an 
estimated annual cost of about 
$420 when the spray machine is 
ased. He would pay $480 if custom 
applicators were employed. Simi- 
lar comparisons for other acreage 
levels are made in the table. 

The above costs are for apply- 
ing the insecticide and do not in- 
clude the cost of the spray or dust. 
Also, no consideration is given to 
the timeliness of application, 
which may be affected by the 
method used. 


. 


Inventory Control Is 
Boosting Parts Profits 


(Continued from page 96) 


ordered, we had to use two or three 
bins to hold them. Now on month- 
ly orders of five or six, an entire 
bin is not used up, and another 
item can be put into the bin along 
with brake linings,’ Blair ex- 
plained, “In that case, we indicate 
on the inventory card bin number 
and aisle number, and have no 
difficulty locating one item dou- 
bled up with another.” 

Having parts in stock when a 
customer needs them creates a 
very favorable impression on the 
customer, according to Blair. A 
good inventory recording system 
that lets telephone customers know 
within a few seconds that a part is 
in stock and ready to be picked up 
means tremendous goodwill for the 
company, for time to the farmer is 
very important. If through good 
controls a much-needed part is in 


stock and can be handed over the 
counter and keep a machine run- 
ning, it will mean that customer's 
steady business, Blair maintains. 

Company parts men make a 
point of reminding customers of re- 
lated parts they may need when 
they come in to purchase an item 
When oil is sold, the customer is 
asked when he last changed his oil 
filter. He is reminded that oil 
filters should be changed with 
every 110 hours of operation. Or he 
may be advised to get an extra 
set of spark plugs. 

When he comes in for plow- 





shares, he is reminded of shears, 
landsides, shim pieces, bolts and 
other plow parts. 

“We consider it very much 
worthwhile from both our own 
standpoint and the customer’s to 
keep slow-moving parts, even if an 
item does not move in two years. 
First, they are very profitable 
This is particularly so in view of 
the steady upward trend in prices 

“And as I said above, it means 
tremendous goodwill for the com 
pany when a_e seldom-called-fo1 
item can be handed out right over 
the counter, without delay.” 











PAPEC MODEL X 


HAMMER MILLS 


Cost Less Per Ton 
of Grinding 


When a customer mentions the cost 
of a hammer mill, do you explain that 
with a Papec he will actually make 
money? Every Papec Hammer Mill is 
GUARANTEED to grind any dry 
feed to any desired fineness faster and 
cheaper than any other mill in the 


same power class. 


The buyer gets more for his 
money in a Papec .. . Two 
screens instead of one 
Extra Long Thin Hammers 
.. » Patented 3-Ply Reversible 
Hammer Tips good for 2000 
to 4000 tons of grinding . 
Larger Screen Area... \ 
belt-driven Auger insures pos 
itive feed delivery to blower 
. «+ Two-way Bagger. Station 
ary Belt-driven and Portable 
Power Take-off Models avail 


able. 


-_—_ 


Write for information on the com 
plete line of Papec Feed Machinery and 
the Papec Protected Territory Con 
tract. They’re money-makers. Papex 
Machine Company, Shortsville, N. Y.; 





243 W Merrill Ave., India 
napolis, Ind.; 2925 Chrysler 
Road, Kansas City, Kan.; 18 
N. Tyler Ave., Hopkins, 
Minn. 


PAPEC 


FORAGE HARVESTERS 
HAY CHOPPER-SILO FILLERS 


CROP BLOWERS 
HAMMER MILLS 


ENSILAGE CUTTERS 
FEED MIXERS 
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WISCONSIN 


HEAVY-DUTY (;—~ 

ENGINES... / 
<PARTS and SERVICE: 

Sates. Opportunities areNnl 


More Wisconsin Héa¥y-Duty. Air-Cooledy Engifies. are 
specified as “original equipment” om a greater variety 
of machines, by more equipment builders, than any 
other make of engine. 


Lawn and Garden Service 


aie Stee o 


bos 





Highway Construction 


S 


Farm Machinery 


Wherever you turn you will find Wiesnsin- oe 
equipment at work . . . on farms and in ‘orchards; 
sprinkler irrigation service: on municipal, county; wiste 
and federal highway construction projects; railroad 
maintenance of way; truck and trailer refrigeration and 
air-conditioning; lawn and garden service, operating 
power mowers, garden tractors and tillers; mining and 
quarrying; operating concrete mixers, vibrators, and 
saws; industrial plant sweepers and material handling 
equipment . . . and many other applications some of 
which are shown here. 


Irrigation 


Farmers, fruit growers, contractors, fleet owners, munici- 
pal officials, industrial plants . . . wherever you look 
you will find ready-made prospects for replacement en- 
gines, parts and service. 


So look around you. Spot the owners and operators of 
Wisconsin-powered equipment. Spread yourself out to 
take care of their requirements. Because of the com- 
pleteness of the Wisconsin-Air-Cooled Engine line, which 
includes 12 different models in a power range from 3 to 
36 hp., you can supply the right replacement engines to 
fit all power needs within this broad bracket. 


If we do not already have representation in your com- 
munity, write for the name and address of the Wis- 
consin distributor who covers your territory. He is a 
good man to know and to do business with . . . just 
as the Wisconsin Engine line is a good one to sell and 
service. It pays to be listed as a “Wisconsin Engine 
Authorized Service Station”. 

Standby Power Arc Welding 


MOST = 


‘shails a? WISCONSIN MOTOR CORPORATION 


a World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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Shown above is the 6" windrow pickup attachment on the New Holland Co.'s 
new Model 800 field forage harvester currently being introduced 


High-Capacity Forage Harvester 
Announced by New Holland Machine Co. 


A FIELD FORAGE harvester with a 
new exclusive chopping system 
boosting its capacity up to 45 tons 
an hour in any forage crop has 


Ee 
The 8" direct cut attachment for 
the New Holland 800, shown in 
top picture, is identical to the 
6’ cutter except for width and 
augers. Pictured below is the 2- 
row attachment for chopping 
corn. A one-row attachment al- 
so is available 


just been announced by New Hol- 
land Machine Company. 

The new machine, the Model 800, 
is believed to be the highest ca- 
pacity forage harvester in the 
world. It is designed particularly 
for farmers growing larger 
amounts of crops for silage and for 
those who want to make the high- 
est quality silage by getting the 
crop in fast at the critical peak of 
feeding value. 

With the addition of an eight- 
foot sickle bar for direct cutting 
of crops, New Holland now has 
provided the Model 800 with more 
attachments than any other har- 
vester on the market. The Model 
800 can be obtained with a wind- 
row pick-up for chopping dry or 
semi-cured hay, straw or grain 
crops raked for silage. The farmer: 
has a choice of a one- or two-row 
crop attachment for chopping corn 
Either attachment will give a ca- 
pacity of up to 45 tons an hour 
There’s also a six-foot sickle bar 
attachment for cutting standing 
crops, giving the same maximum 
capacity. 

Other standard convenience fea- 
tures include a three-place adjust- 
able tongue hitch, a swinging screw 
type jack mounted on the tongue 
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where it’s easy to get at, axles ad- 
justable to four different positions, 
and wagon hitch adjustable to six 
different positions. 

To make the Model 800 as rug- 
ged as possible and cut down on 
maintenance, there are _ sealed 
bearings on the main shafts. Roller 
chains are used throughout, The 
power take-off shaft has a rotating 
safety shield. 


> 


Servis Announces New 
Maintenance Mower 


A NEW Mope.t SC-80 Rotary 
Pull-Type Mower has been devel- 
oped by the Servis Equipment Co., 
Dallas, Texas. 

It is described as being ideal for 
pasture maintenance, for cutting 
grass, weeds, and brush up to one 
inch in diameter on parkways, 
landing fields, and in cutting corn 
stalks, including the shorter cotton 
stalks and similar applications. 


The SC-80 Mower is equipped 
with standard Servis gear box and 
a three V-Belt drive assembly. It 
cuts a full 80-inch wide swath, has 
two sets of alternate free swinging, 
or stationary fan type blades, with 
shear pin features, Also, without 
added expense or extra parts, the 
machine can be shifted into an off- 
set position, up to 32 inches outside 
of the tractor right rear wheel, for 
cutting in orchards or vineyards, 
along fences, barns and other close 
quarters. The 
mounted and can be supplied with 
15-inch or 16-inch drop center 
rims, or with the sectional type 
puncture proof 5.00 x 12-inch tires 

This is not represented to be an 
all-purpose cutter, such as the Ser- 
vis Gyro Cutters and Shredders 
but with the improvement of pas- 
tures generally, the manufacturer 
feels that there is a place for this 
maintenance type of cutter, which 
according to the officials affords 
the widest cut for the least invested 
capital. 


wheels are real 
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Four Sizes Are Available 
in McCormick Spreaders 


FOUR SIZES of manure spreaders, 
with capacities ranging from 45 to 
140 bushels, make up the full line 
of new McCormick spreaders, In- 
ternational Harvester Co., 180 
North Michigan Ave., Chicago l, 
Ill., announces. 

Newest and largest spreader in 
the line is the No. 40 power drive 
model (shown). It has a 140-bushel 
capacity to handle 3%%-ton loads, 
and is recommended for large 
farms with large livestock herds. 
It can be set to spread from 4%-load 
to 14 loads per acre. 

The power take-off drive on the 
No. 40 assures even, uniform 
spreading in toughest going, the 
company states. The No. 40 has a 
reinforced channel steel frame for 
strength and durability. The box is 
deep, wide, and has a low over-all 
height for faster, easier, big- 
capacity loading. 

For farms with 15 or more head 
of livestock, the 70-bushel capacity 
McCormick No. 200-TW spreader 
is recommended. It can be set to 
spread from five to 25 loads per 
acre. Controls are said to be easy 
to reach from most tractor seats. 
Like the No. 40, the spreader is low 
for easy loading. Self-cleaning, 
high-carbon steel shredding teeth 
and the high speed, heavy-duty 
widespread-beater do a fast and 
thorough job of spreading, accord- 
ing to the manufacturers. 

A horse-drawn spreader, known 
as the No. 20, has the same capacity 
and basic features as the 200-TW. 
A 75-bushel spreader with special 
bottom, known as the 200-F, is 
suitable for handling fluid manure. 

On smaller farms or on farms 
with less than 15 head of livestock, 
the 45-bushel capacity McCormick 
No. 10 spreader is an ideal ma- 
chine, the company says. It pulls 
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behind a Farmall Cub or Cub Lo- 
Boy tractor, or tractor of similar 
size. The No. 10 can be set to spread 
from seven to 35 loads to the acre 
All McCormick spreaders except 
the 200-F, for solid and fluid 
manure, are equipped with treated 
wood sides and floor for prolonged 
spreader life. The 200-F model has 
all-steel bottom and sides. 


- 


Rapidayton Gusher "400" 
Is Introduced by Tait 


A NEW HIGH capacity piston- 
type water system for shallow 
wells has been developed by the 
Tait Manufacturing Co., 500 North 
Webster St., Dayton 1, Ohio. 

Known as the Rapidayton Gush- 
er “400”, it is available in com- 
plete automatic package systems 
with 13- or 30-gallon horizontal 
tanks or as pump only models. 

With a capacity of 400 gallons 


per hour, the Gusher “400” is said 
to produce water quickly and in 
volume from shallow wells, cis- 
terns, lakes, streams, and farm 
pools — where the low water level 
is not more than 25 feet below the 
pump. It is recommended for 
homes, farms, bungalows, resort 
cottages, service stations, and 
many commercial uses. 

Four valves give each piston 
stroke “double action.” A big air 
chamber and body with large deck 
insure quieter operation and high 
capacity without increased horse- 
power, according to the manufac- 
turers. Valve plate is all brass for 
longer life. 

Outstanding quality features in- 
clude automatic pressure switch, 





stainless steel piston rod, seamless 
brass cylinder liner, drop-forged 
steel crankshaft with heavy bear- 
ing, and positive “splash” lubrica- 
tion which bathes moving parts in 
oil. All working parts are acces- 
sible for service. 


New PTO Wire-Tie Bales 12 Tons an Hour 





The new power take-off baler of New Holland Machine Co., New Holland, 
Pa., includes all the top features of its Model 87 automatic baler, such as 
patented tying under compression, an exclusive in-line wire twist to hold 
firmer, heavier bales weighing from 60 to 125 pounds—plus a new over- 
running clutch. The new clutch arrangement allows the driver to shift on 
the move, provides “live power" action on any 3-plow tractor. Like the 
engine model, the new power take-off baler has a capacity of up to 
12 tons an hour 
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New Chisel Plow 
Introduced by IH 


A NEW CHISEL plow, the Mc- 
Cormick No. 50, is announced by 
International Harvester Co., Chi- 
cago, Ill. The new plow consists of 
a tool-bar-type frame with two 
transport-depth control wheels, 
tractor hitch, and three cross 
beams. Silicon manganese steel 
spring shanks with either chisel 
points or sweeps are fastened to 
the beams. 

The plow, equipped with chisels, 
can be used as a deep tillage imple- 
ment, penetrating to a depth of 12 
inches. Equipped with sweeps, the 
plow can be used for surface culti- 
vating or summer fallowing. 

The new plow is built for great 
strength and ruggedness from the 
main frame beams to the heavy 
cushion clamps that secure the 
spring shanks to the beams. The 
plow is intended for use behind 
wheel-type and crawler tractors 
and is available in seven-, 10-, and 
13-foot widths. Each of these sizes 
can be widened four feet by using 
two-foot extensions on each end. 





Plows can be equipped with 
hydraulic remote-control cylinders 
for regulating depth or raising or 
lowering the implement. Chisel 
points can be raised as high as 
eight inches off the ground. 

The manufacturer points out 
that the No. 50 plow has a high 
trash clearance of 24 inches from 
the point to the under side of the 
spring shank. Another feature is 
uniform cultivating depth when 
operating on uneven ground, and 
true trailing qualities, both of 
which have been brought about by 
lengthening the distance from the 
hitch to the front frame beam. 


@ 


New Idea Emphasizes More 
“Adaptable” Machinery 


A BID TO attract today’s hard- 
shopping farmer through an in- 
tensified “adaptability” program 
to make its farm machinery fit 
more different tractors than ever 
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has been announced by New Idea 
Farm Equipment Co., Coldwater, 
Ohio. 

At the same time, the company 
announced that its new No. 49 
mounted parallel bar rake has 
been adapted to 29 different trac- 
tor models, the latest additions be- 
ing the Blackhawk 35 and Minne- 
apolis Moline 445 Universal. It is 
said to be the only mounted rake 
on the market that will fit all 
three types of quick hitches—in- 
cluding 3-point, IHC Fast Hitch 
and A-C Snap Coupler 














ELECTRIC WHEEL COMPANY - 2803 Cedar, Quincy, Illinois 
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Duncan of M-H-F Chosen 
“Businessman of Year" 


JAMES S. DuncaAN, CMG, chair- 
man and president of the world- 
wide Massey-Harris-Ferguson or- 
ganization, has been chosen “Ca- 
nadian Businessman of the Year” 
by the National Sales Executive 
organization. 


On July 6, Mr. Duncan an- 
nounced his retirement from Mas- 
sey-Harris-Ferguson for reasons of 
health. W. E. Phillips has been 
named chairman of the board and 
chief executive officer. 


Duncan received this honor at 
the international association’s 21st 
Annual International Distribution 
Congress in Chicago, June 6. Dun- 
can was cited for his “distinguished 
leadership, service and achieve- 
ments.” 


James S$. Duncan 


Among numerous honors pre- 
viously bestowed upon Duncan are 
the following: Companion of St. 
Michael and St. George (CMG); 
honorary Air Commodore, R.C.A. 
F.; Legion of Honor (France); 
King Haakon VII Cross of Libera- 
tion (Norway). During World War 
II he also served as chairman of 
the Combined Agricultural and 
Food Committee (UNRRA) in 
Washington, D. C. 


o 


Colvin to Head MM 
Parts and Service 


Harry R. Colvin, assistant gen- 
eral sales manager of Minneapolis- 
Moline Co., has been named direc- 
tor of the firm’s parts, service, and 
technical publications divisions, 
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Harold W. Morgan, general sales 
manager, announces. 

The MM parts division main- 
tains stocks of tractor, farm ma- 
chinery, and industrial engine 
parts at Hopkins, Minn., for the 
firm’s 15 regional division head- 
quarters, 36 branches, and 2500 
dealers in the United States, 
Canada, and foreign countries. 
The service division supervises 
training progriums and conducts 
farm machinery repair clinics for 
MM service ind sales personnel, 
and for the world-wide MM dealer 
organization. 

Colvin joined MM in 1927, and 
was a salesman in Montana and 
Minnesota until he went into the 
Navy in World War II. Returning 
to MM in 1946, he was assistant 
division manager at Kansas City, 
Kansas, for a year, when he moved 


Harry R. Colvin 


to Hopkins, Minn., as assistant to 
the general sales manager. He was 
named assistant general sales man- 
ager in 1952. 


A-C Disc Harrow Gets Unique Workout 


Shown above is an Allis-Chalmers WD-45 tractor and a new 1212 foot, 
1960 pound, double action disc harrow being used on land where it is 
not uncommon for tractor and implement to bog down and actually dis- 
appear from sight. Owner of the equipment is Ivery E. Futch of Lake 
Placid, Florida who has a lima and avacado packing business and ranch 
near Avon Park, Florida. He is shown here in the process of discing 200 
acres of muck land which he wil plant to clover for cattle grazing. To 
guard against breaking through the crust of this muck land it is being 
disced only three inches deep. In the bottom picture Mr. Futch examines 
the virgin muck land 
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Designed for Sales, 
Service and Comfort 


(Continued from page 90) 


to Dr. Moody’s modern plant and 
to the personality of its owner. 
The younger generations also are 
exposed to Dr. Moody’s plant 
through their 4-H activities. Dr. 
Moody has been active in 4-H ad- 
visory work since he settled in 
Newnan 32 years ago and began 
practicing as a veterinarian; conse- 
quently, his contacts with the 
future farmers of his area have 
been frequent. Recently, the coun- 
ty farm agent held the annual 4-H 
Club awards program at Dr. 
Moody’s place. Over 60 young men 
and women attended the two-hour 
program which included a tour of 
the new facility. “The group was 
so carried away with the place 
that they thanked me publicly in 
the newspaper write-up that ap- 
peared the next day,” he said. 
Another employee feature is the 
shower-dressing room built in a 
corner of the repair shop. ““Work- 
ing on equipment is a dirty job, 
and there is nothing like having 
a hot shower to remove the grease 
and grime before going home,” 


said Woodrow Key, mechanic. “We 
work from 8 to 5:30, with an hour 
off for lunch. After a full day of 
working on the equipment, a 
shower feels mighty swell.” 

A service counter completely 
surrounds the parts department 
and is used for displaying a large 
number of educational pamphlets 
and literature designed to pre- 
sell customers. In addition, a wide 
variety of farm equipment, imple- 
ment, and general farm feature 
magazines are put out for brows- 
ing. “I’ve always wanted an area 
where I could put out all my 
literature in a neat line,” Dr. 
Moody confirmed. “I make maxi- 
mum use of my literature to pre- 
sell my customers. Most of these 
pieces are free, and I stamp them, 
‘C. A. Moody, Box 354, Newnan, 
Ga.’ I get several inquires a week 
as a result of this literature.” 

In order to display outdoors a 
large stock of tractors, implements 
and farm supplies, Dr. Moody 
fenced in one display yard with a 
6’ cyclone fence. Within the area, 
tractors, combines, and other im- 
plements are stored to protect 
them from pilferage. If not pro- 
tected at night, items like batteries, 
tires, and assorted bolts are easily 


taken as are bales of barbed wire 
and fence wire. This yard is ac- 
cessible to the shop and the yard 
beyond by two 14’ overhead doors. 
In addition, a 16’ gate provides ac- 
cess to the outer display yard 
when the shop is filled. 

One of the most practical ad- 
vantages of this modern facility is 
that it requires a minimum num- 
ber of personnel to operate it 
Three mechanics (two regular and 
a helper) staff the repair shop; an 
outside salesman travels the trad 
ing area and assists with sales in 
the parts department as well as in 
the yard; and a bookkeeper-sales- 
lady competently maintains the 
parts inventory and supervises the 
office. During peak periods, four 
mechanics are employed. 

“Our customers like to come in- 
to a neat, well-stocked building 
when they need farm equipment,” 
Dr Moody concluded. “Good 
housekeeping is a must in this op- 
eration, and my customers ap- 
preciate it. Good housekeeping 
helps you bring the entire farm 
family into the buying picture 
the farmer, his wife, and their 
children—and I built this plant so 
that keeping a neat house would 
be the easiest part of our job.” 





Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
p eres obtainable. Also, we are now pro- 

ucing a mew line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
Strict specifications, and automatically heat 
treated for maximum strengwh and wearing 
qualities. You'll want complete details now. 


—- 


CIRCULAR SAW 
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self-propelled, and 18” Units. 


GRINDER 


tele) | MANUFACTURING CO., INC. 


127 East Eleventh St 


Neu? WHIZ CHAIN SAW. 
FELLS TREES 
UP TO 40” 


Priced from 
$117.50 retail 


Many Attachments for 
WHIZ 26” and 20” 


SHOW YOUR CUSTOMERS THE WHIZ CHAIN 
SAW AND WATCH SALES INCREASE 


New WHIZ chain saw unit is a real workhorse 
Tough Disston steel blade cuts trees up to 50”. 
Safe and fast for one man to operate. Powered 
by 2 H.P., 23% H.P. or 5 HP. Briggs & Stratton 
gasoline engine, v-belt driven. ideal for all 
purpose farm jobs, construction projects, tree 
trimming, etc 

Other Root-bulit WHIZ 26", 20” and 18” inter- 
changeable attachments include: Circular Saw, 
Mower, Cordwood Cutoff, Rotary Tiller, Posthole 
. © Grinder ‘ 

t your Jobber cannot supply you—write 


Baxter Springs. Kansas 








New Holland Introduces 
High Capacity Blower 


ALL THE advantages of a long 
low feed table, leveler action, high 
capacity fan blades, together with 
the safety of belt feed action, mark 
the new Model 22 Forage Blower 
introduced by New Holland Ma- 
chine Co., New Holland, Pa. 

Feed table length and height per- 
mit feeding from either side. 
Scrapers check material build-up 
and heavy duck belt cleaners keep 
silage from getting under the belt. 
An adjustable star wheel leveler 
evens the flow of material through 
a big 338 square inch throat. Spe- 
cially curved fans handle a three- 
ton wagon load of silage in as lit- 
tle as four minutes, or a three-ton 
load ef chopped hay or straw in 
five minutes, according to the com- 
pany. 


a. 


Allis-Chalmers Adds 
Scoop to Farm Line 


A TWO-WAY §tractor-mounted 
12-cubic yard reversible scoop has 
been added to the Allis-Chalmers 
line of farm equipment engineered 
and designed for its WD-45 tractor, 
according to the manufacturers of 
Milwaukee, Wis. It is a _ rear- 
mounted implement with Snap- 
Coupler hitch. 





For operator convenience the 
scoop is lowered into working po- 
sition with the tractor’s hydraulic 
control lever. In hardpacked or 
loose material where extra trac- 
tion is required, the WD-45’s Trac- 
tion-Booster system comes into 
play to automatically transfer 
weight to the rear wheels in a- 
mounts necessary to permit unin- 
terrupted forward motion of the 
tractor. 

In addition to earth-moving 
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when building farm ponds and 
reservoirs, filling gullies and 
ditches, maintaining farm and ac- 
cess roads, lanes and terraces, the 
new Allis-Chalmers scoop also 
may be used to speed and facili- 
tate handling of farm materials, 
such as bulk or sacked feed, fer- 
tilizer, lime, and other materials, 
and for cleaning ditches, barns, 
etc. 

The reversible 3l-inch wide 
scoop is made of heavy welded 
steel plate, fitted with a high-car- 
bon cutting edge. The scoop is bal- 
anced on hardened steel pins for 
dumping when the roller-type 
latch is released. When empty the 
scoop automatically returns to the 
latched position. A shield protects 
the latch from dirt and mud. 


o 


New Sales Appointments 
Announced by MM 


STREAMLINING of the entire sales 
organization of Minneapolis-Mo- 
line is indicated in appointments 
recently announced by Harold W. 
Morgan, general sales manager of 
the firm. 

M. E. Carroll, assistant general 
sales manager, has been named di- 
rector of field sales with complete 
responsibility for operation and 
performance of U. S. and Canad- 
ian sales divisions. He will be as- 
sisted by regional sales managers 
with headquarters at Kansas City, 
Kansas, and Hopkins, Minn. 

M. E. Birney, manager of South- 
western Division, Kansas City, was 
appointed regional sales manager 
for eight MM divisions located at 
Amarillo and Dallas, Texas; Pe- 
oria, I1l.; Columbus, Ohio; Indian- 
apolis, Ind.; Atlanta, Ga.; Mem- 
phis, Tenn.; and Kansas City. 

Burnie F. Shipman, of the firm’s 
home office sales department, was 
promoted to the post of manager 


of the Southwestern Division at 
Kansas City. 

M. M. Dillon, regional sales man- 
ager, will be responsible for seven 
MM sales divisions located at Des 
Moines, Iowa; Omaha, Nebr.; Far- 
go, N. D.; Stockton, Calif.; Denver, 
Colo.; Regina, Saskatchewan; and 
Hopkins, Minn. Dillon will have 
his offices at the Northern Division 
headquarters at 1710 Highway #7 
in Hopkins. 


* 


Lombard Chain Saw 
Features Extra Power 


The new direct drive chain saw 
being introduced by Lombard Gov- 
ernor Corp., Ashland, Mass., has 
direct carburetor connection and is 
said to provide ample sawing pow- 
er, The large volume-cutting ca- 
pacity for pulpcutting comes from 
the special automatic oiling system 
as well as from increased engine 
power. 





The new automatic oiling system 
is adjustable to every set of wood- 
cutting conditions. 

The high compression short 
stroke engine design cuts out un- 
necessary friction, reduces gas con- 
sumption and increases engine life. 
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arrangement permits instant ad- 
justment for row widths from 36 
to 40 inches. 

Other features include ratchet- 
positioned push - pull throttle; 
truck-type worm-gear steering 

AUGUST, 1956 assembly for shock-free turning; 
€: We ceaneeten, Galteee.. Sientaten Givectee and right-hand-operated transmis- 
RALPH E, KIRBY, Editor FRANCES A. KELLY, Assistont Editor sion shifting lever. 
The Royalette pump delivers 
pny ee seven gpm at 400-pounds pressure, 
- y J. A. MOODY the company states, and 
Production Manager quipped with Sapphite cylinders 
that will last a lifetime even with 
continuous use of conceatrates or 
abrasive materials. 
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permit use of the sprayer in con- 
trolling insect pests in corn and 
other tall crops without damaging 


New John Bean Sprayer 
Features Special Boom 


reverse. A 
operates 


THE 1956 Model 70HC-E Hi- 
Crop sprayer, introduced by John 
Bean Division, Food Machinery 
and Chemical Corp., Lansing 4, 
Mich., is designed to spray at the 
rate of 12 acres of crops in a 60- 
minute period when traveling at 
an average speed of four mph and 
to be adaptable for use in fields of 
either tall or short crops. 

Principal features of the John 
Bean sprayer are the 6- or 8-row 
Level-Glide boom and the 6-foot 
clearance under the front arch to 


them. 

The hydraulically controlled 
Level-Glide boom, which can be 
either front or rear mounted, may 
be set, from the operator's seat, to 
any position from 18 to 96 inches 
above the ground. This is to permit 
its effective use in spraying any 
height row crop, in killing weeds, 
for defoliating cotton, and for other 
similar field applications, the com- 
pany points out. Swaths covered 
by the boom in one pass can be 
as wide as 28 feet, 4 inches. Nozzl 


automatically according to speed 
of the engine. Spraying speed can 
be regulated from three to eight 
mph. Travel speeds are possible 
to 15 mph 

The 150-gallon tank features 
two-piece construction, splash-re- 
sistant lid, and inside coating with 
a special corrosion-resistant paint. 

Complete details and specifica- 
tions on the 1956 Model 70HC-E 
Hi-Crop sprayer are contained in 
Bulletin L-1144. A copy may be 
obtained from the company 
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the Versatile Pumps that Convert from Shallow 
to Deep Well Simply by Moving the Jet! 


For customers who have a falling water leyel problem, 
F & W gives you the most complete and flexible line of all 
multi-purpose pumps. It offers both standatd and econ- 
omy models . . . package units or with standard 42-gal. 
tank . . . regular or high pressures . . . single Or two-stages. 
It’s easy to change this pump from shallowto deep well 
by taking the ejector off the pump and moying it down 
into the well. And, by substituting a high pregsure ejector, 
you can get higher discharge pressures, or use it on even 
deeper wells. All pumps are individually tested and certi- 
fied for rated capacities and pressures. 


Maximum Sales . . . Minimum Inventory 
With these highly flexible, multi-purpose pumps, you get 
maximum sales with minimum investmeat. Just a few 
models meet so many different needs. Thi§ means faster 
turnover and higher profit. Not only that, they're na- 
tionally advertised, fast-moving, dependable, and trouble- 
free. Profits are not eaten up by service @alls. So send 
today for our new Catalog Folder No. 507, or ask your 
F & W distributor for full information on these outstand- 
ing Multi-Purpose Centrifugal Jets, as well.as the rest of 
the F & W quality line. 


FLINT & \‘WALLING MANUFACTURING CO., INC. 
819 Oak Street, Kendallville, Indiana 


F & W Multi-Purpose 

Y, %, 1 HP. Motors. Single- 

stage pressures to 60 Ibs. and 

330-810 GPH. @ 15 . & 

20 P.S1.; 2-stage to 100 Ibs. and 380-680 
GP.H. @ 15 ft. & 20 P.S1. Available as 
package unit with 12 or 30 gal. tank, or 
conventional unit with 42 gal. tank. 


F & W Economy 

Multi-Purpose 

The economical, multi-purpose 

jet equal in capacity to any 
comporable type, yet priced 

to meet volume competition 4 H.P., 480 
GP.H. & Va H.P., 750 GHP. @ 15 ft. Avail- 
able aos package system with either 6, 12 
or 30 gal. capacity tanks 


FAW means Flowing Watt by Flint & Walling 


SOUTHERN FARM EQUIPMENT Section for AUGUST, 1956 











LOMBARD’S new chain saw line 


Nu Model- Nba Feaitedteo 
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«a LOOK OUT FOR 


LOCKY SACK” 





f Gear Driven Saws 
from $198.50 


Direct Drive Saws 50 
from $7 16 


ASHLAND. MASS., U. S. A. 
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CLASSIC 
&cup Chrome-on-Aluminum ] gss 


Retail, 
(West, 21.95) 


CONTEMPORARY 
9-cup Chrome-on-Aluminum 5] 7* 


POLISHED 
ALUMINUM 


? : 
top, Rew! $9995 
(West, 13.95) 


a —_ Some sige ond design 
MIRRO-MATIC / ‘e- 
to satisfy everyone who wants a 
completely avlomialee 
ELECTRIC PERCOLATOR 


Size...style... finish... and 
price ... they’re all yours to choose, 
when you choose MIRRO-MATIC! 


And every MIRRO-MATIC is completely 

automatic! No dials to set, no lights to 

watch, and feather-light to use! Just putin | 

coffee and cold water and plug it in. Perks PETITE 
automatically, stops automatically, then . 4-cup Polished Aluminum 5995 
automatically changes to low heat that keeps 2 ye 
coffee hot till poured! 

Satisfy everyone! Display and sell 

MIRRO-MATIC, the complete line of 

completely automatic electric percolators! 





ALUMINUM GOODS MANUFACTURING COMPANY ° MANITOWOC, WISCONSIN 


FIFTH AVENUE BLOG., NEW YORK 10 MERCHANDISE MART. CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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... display these *CARDOSELLS by HYDE 


NO. C2E-3” NO. C3E-3" 


each carded tool 


sander V2) 


reper 


FREE floor fixture No. 99 


This No. 99. Floor Fixture 
is given at no charge with a 
minimum $49.50 assortment 
of CARDOSELLS. 


NO. C2E-4" 


NO. C3E-5" 


FREE counter fixture No. 99T 


This No. 99T Counter Fix- 
ture is given at no charge 
with $39.50 assortment of 
CARDOSELLS. 


is a salesman for 


Se re - 
NO. C8s-1%" 


you! 


NO. C2E-5” NO. C79-1%” NO. C80.2%” 


Peet « 
handy k nife 


crapper 


100% more SALES APPEAL 


for Putty Knives — Wall Scrapers — 
Paint Scrapers—Glass Cutters—etc. 


Go modern — be smart — cash in on today’s manner of retail 
shopping — SELF-SERVICE. Take your pick of any one or 
more Hyde CARDOSELLS products (open stock) illustrated 
above — they are packed “2 dozen each size and type to a 
separate stock box. Display them on your present wall, 
counter or bin fixtures. See Hyde fixtures available at no cost 
with minimum dollars and cents assortments of CARDO 
SELLS. Save time, save money, stock CARDOSELLS. They 
are pre-priced, identified — show product uses — so they are 
ready to sell for you. 


Order From Your 
Wholesaler 


HYDE MFG. CO. 


SOUTHBRIDGE, MASS. 


*TRADE MARK 
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